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on IBM Proof Machines 
Lead to Fast, Accurate 
Operation in Your Bank 


The ten adding key feature of the IBM Proof Machine provides 
increased speed and efficiency in proving work. Because these ten 
keys are operated by the touch system, it is not necessary for the 
operator’s eyes to travel from the check she is reading to the adding 


keys. Thus, the amount is read only once, on the check, and not again 


on the keyboard. The resultant saving in operating time and greater 
accuracy obtained are among the many advantages of the IBM Proof 
Machine, which endorses as it sorts, lists and proves. 

INTERNATIONAL BUSINESS MACHINES CORPORATION 


World Headquarters Building * 590 Madison Avenue * New York 22,N. Y. 
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In 1773 aclerk recorded the inventory of a store 
in Litiz, Pennsylvania. To him it was but a list of 
merchandise. While struggling with his task, only 
a miracle could have told him that it would one 
day become a document full of meaning to pos- 
terity for it not only lists many of the common 
goods purchased by our ancestors just prior to the 
Revolutionary War, but embodies the very essence 
of American strength. 

Between the lines of this old inventory we can 
read words like honesty, industriousness, efficiency 
and integrity—the stone and mortar out of which 
America’s business greatness was built. 

You don’t have to reach to the upper shelves of 
your imagination to find the priceless factors which 
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are indispensable to successful public service. 
These factors are made up of hard work, integrity, 
soundness and the genuine will to perform a na- 
tional duty. Since 1853 The Home Insurance Com- 
pany has been dedicated to these things. Taking 
frequent inventory of its stock in trade, with sharp 
appraisal for the needs of its producers and clients, 
has enabled The Home to aim high into the future 
with a firm foot on the ground. 


* THE HOME « 
SPrsuarance Company 


NEW YORK 
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GOVERNMENT-OWNED PLANTS 
AVAILABLE TO PRIVATE INDUSTRY 


FOR SALE OR LEASE THROUGH RFC 


Many modern, fully-equipped industrial 
plants have already been declared Surplus 
Property by the Army, Navy and other war 
agencies. More and more plants will be de- 
clared surplus from now on. All of these 
properties are scheduled to be turned over to 


private ownership or management as soon 
as possible. 

They are to be sold or leased through Recon- 
struction Finance Corporation which has 
the responsibility of seeing to it that war 
plants become job-providers without delay. 


EVERY PLANT IN THIS CATEGORY 1S OPEN FOR NEGOTIATIONS 


CREDIT TERMS CAN BE ARRANGED 


It is obvious that the first step is to help 
private industry secure the plants which will 
turn out the nation’s postwar production. 


You do not have to wait until a government- 
owned property has been labelled “‘surplus’’. If 
you start negotiations immediately, the plant 
that you want to buy or lease may be made 


available to you as soon as it completes its 
wartime work. 


Pending the completion of negotiations, RFC 
stands ready to provide interim leases when 
feasible on a month-to-month basis pending 
formal lease or outright purchase. 


The most important consideration is . . . keep 
America working! 


HERE IS THE SIMPLE, THREE-STEP PROCEDURE FOR GETTING COMPLETE 
INFORMATION ON ALL AVAILABLE WAR SURPLUS PLANTS. 


© Get in touch with your nearest local RFC Disposing Agency, listed below. 
Wire, write, phone or call in person. 


@ Talk to the competent, specialized personnel assigned to that office. 


®@ Carry on negotiations directly with the same local RFC Disposing Agency. 


This CURRENT CATALOGUE will help you locate the 
plant you need from the 1300 government-owned plants 


You can have this handy, ready-reference booklet with a 
complete description of every plant scheduled to be turned 
back to private industry. Write today to your local RFC 
Disposing Agency for your free copy. 


A DISPOSAL AGENCY DESIGNATED BY THE SURPLUS PROPERTY ADMINISTRATION 


AGENCIES LOCATED AT: ATLANTA - BIRMINGHAM + BOSTON + CHARLOTTE + CHICAGO + CLEVELAND « DALLAS 
DENVER * DETROIT * HELENA + HOUSTON + JACKSONVILLE - KANSAS CITY, MO. + LITTLE ROCK * LOS ANGELES 
LOUISVILLE » MINNEAPOLIS « NASHVILLE - NEW ORLEANS - NEW YORK - OKLAHOMA CITY » OMAHA « PHILADELPHIA 
PORTLAND, ORE. + RICHMOND - ST. LOUIS - SALT LAKE CITY - SAN ANTONIO « SAN FRANCISCO + SEATTLE » SPOKANE 


BANKERS MONTHLY 





& 


For the Federal Tax 
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FEDERAL TAX GUIDE REPORTS 


Federal tax changes are always fraught with uncertainties— and those grow- 
ing out of the new federal income tax withholding requirements and other 
provisions of the "1946 Tax Reduction Law” are no exception. Such far- 
reaching developments stir up questions and doubts and problems that must 
be settled — and settled correctly, soundly, if mistakes and troubles, delays 
and difficulties are to be avoided. 
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But sound, dependable answers to the puzzling questions involved in “with- 
holding” and other significant federal tax changes call for a sound, depend- 
able source of continuing facts and guidance... and here it is! 
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Week after week, each issue of FEDERAL TAX GUIDE REPORTS swiftly, 
faithfully hurries to subscribers the last word, the newest development, the 
latest twist and turn of events in federal taxation — of interest or importance 
in the everyday conduct of business and personal federal tax affairs. 


For CCH’s FEDERAL TAX GUIDE REPORTS spans the whole work-a-day world 
of federal taxation for revenue — statutes, regulations, rulings, court and 
administrative decisions, returns, forms, reports, instructions. Pertinent full 
texts, filled-in forms, detailed explanations, editorial comments and sugges- 
tions — plus a wealth of friendly hints, tips, knacks, and pointers, from week 
to week, make clear exactly what to do, and how and when and why. 


Concise, compact, understandable, here is the dependable reporter on the 
federal taxes of the ordinary corporation, the average individual, partner- 
ship, or business. Loose Leaf Compilation Volume and matching Internal 
Revenue Code Volume included without extra charge to start new subscribers 
off on the right foot. 


Write for Complete Details 


COMMERCE) CLEARING; HOUSE; INO,, 


PUBLISHERS OF T@PICAL LAW REPORTS 


214 N. MICHIGAN AVE, EMPIRE STATE BLOG. MUNSEY BLOG. 
CHICAGO 1 NEw YORK 1 WASHINGTON 4 
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Nationwide Collection Service Organized By ABA. 
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The Wavy Lines are a La Monte Trade Mark 


The Last Word in Safety for America’s Railroads 


In Tickets as in Equipment, America’s 
Railroads demand maximum safety. 
That is why LaMonte Safety Paper— 
identified by the wavy lines—is speci- 
fied for Interline railroad tickets in the 
United States, Canada and Mexico. 


LA MONTE 


GEORGE LAMONTE & SON 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 


protection against counterfeiting— saves Banks sort- 
ing time — helps prevent errors. 
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Science has perfected a new type 
of electronic communications sys- 
tem which enables the engineer 
in a speeding train to keep in 
constant touch by telephone with 
other cars in the same train... with 
other trains .. . and with signal 
towers. ) ) Thisnew development 
is the latest triumph in a long- 
continued sequence of improved 
controls and safety devices which 
have made American Railroads 


ee 


the safest in the world! ) ) And 
there is another type of safety 
which railroad men likewise con- 
sider vital to successful operation 
—the safeguarding of tickets 
against fraudulent alteration and 
counterfeiting. Which explains 
why for many years America’s 
railroads haveissued Interline tick- 
ets on LaMonte Safety Paper—the 
product which has been guardian 
of this nation’s checks since 1871. 


For Samples of La Monte Safety Paper see your Lithographer or Printer—or write us direct. 
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“Tf our experience after the last 
war is any criterion, we face 
a future crime wave of major 


proportions. a 
— HARVEY S. FIRESTONE, JR. 























 *From an address to be graduates of the Federal 
Bureau of Investigation Police Academy, Apra 10, 1945. 





Prudent bankers, remembering the conditions that 
prevailed after Worid War I, are taking advantage of 
recent rate reductions on Bankers Blanket Bonds, to 


purchase broader forms and increased coverage. 








They also are safeguarding themselves against pos- 
sible future rate increases, and at the same time saving 
themselves a half-year premium, by having their bonds 
written for three-year terms, instead of on an annual 


basis. 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY, ROBBERY, 
FORGERY AND GLASS INSURANCE 





FipELITY AND DEPOSIT 


COMPANY OF MARYLAND 
Founded 1890 — Baltimore, Md. 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 
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IME TESTED 
AMERICAN EXPRESS 
REMITTANCE PLAN 


AVAILABLE TO BANKS 





New areas are being opened to which support money 
from America can be sent. 


To those banks already in this field and to others 
who wish to provide this service to their customers, 
the American Express offers its remittance facilities. 





The procedure is simple—the bank makes the sale, 
the American Express arranges the delivery. 

The bank is not obliged to perfect account relation- 
ships abroad, no foreign balances are required, no 


reconciling statements or other paper work incidental 
to foreign exchange is entailed. 








The bank keeps its identity with its own customers; 
the service is offered in its own name. 





In this cooperative arrangement the Company 
furnishes the necessary forms. 





For more than fifty years a close relationship in 
the Foreign Remittance field has continued between 
banking institutions and the Company. Now that 
the demand for this service from all nationals is so 
rapidly expanding, it once more places its Specialized 
Organization at your service. 











Your inquiries will be welcome. 








AMERICAN EXPRESS 
Foreign Remtlance Department 


65 BROADWAY - NEW YORK 6, N. Y. 
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The National Multiple-Duty Accounting 
Machine is the machine that solves the prob- 
lems of the small bank. 


It handles seven basic banking jobs. 


It can be changed from one job to another 
in a matter of thirty seconds merely by ad- 
justing the easily removable form bar. 


It can be kept busy every hour of the day. 
These are the jobs it handles: 
1. It handles the depositors’ accounts 
2. It posts the loan and discount record 
3. It posts any type of mortgage record 
4. It posts the trust ledger 
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5. It writes and posts the payroll ledger 
6. It posts the general ledger 
7. It posts the daily statement of business 


The National Miultiple-Duty Accounting 
Machine is just one of the many National 
Machines designed to speed service and re- 
duce errors in banking systems. 


There’s a National for every bank and every banking job! 


Why not have the National representative 
make a complete survey of your bank? He'll 
be glad to discuss your problems with you. 
There is no obligation. Call your local repre- 
sentative, or write the National Cash Register 
Company, Dayton 9, Ohio. 


MWalional 


CASH REGISTERS « ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 


BANKERS MONTHLY 





If you own Corporate Securities 


-or Plan to Buy Them 


Handbook 


- conPonare 
SECURITy 

OFFERINGS 

(1943-1945 Inchisive) 


INVESTMENT 


YOU NEED THIS BOOK o> 


To help you arrive at sound decisions regarding present 
or prospective corporate holdings in your investment port- 
folio, here are the answers to countless, practical questions. 


Here’s What You Will Receive 


HANDBOOK OF 
CORPORATE SECURITY OFFERINGS 
(1943-1945 Inclusive) 


Here is the only authoritative reference work 
dealing with Corporate Security offerings avail- 
able today. 


The book will include for the three vital years 
1943-1945, the following data: 


CHRONOLOGICAL SECTION— Here are 
presented, in chronological order, the facts 
about all industrial, utility, railroad, railroad 
equipment issues—mortgage bonds, deben- 
tures, preferred stocks, common stocks: 


Description of Issue 
Name of Managing Underwriter 
Offering Price 
Selling Group Concession 
Amount taken by Old Stockholders 


(where offered to them before public offering) 


UNDERWRITERS SECTION— Here the same 
data are presented—but instead of a chrono- 
logical tabulation, the issues are classified 
according to underwriter. 


INDUSTRIAL SECTION—Again the same 
data are reclassified according to industry. 
Here is a three-year record of all financing, in- 
dicating offerings in the building field, chem- 
icals, rails, air transport, etc., etc. 


All facts presented in this handbook have been 
submitted to each interested underwriter for 
checking before publication. Facts are further 
checked against S.E.C. records. THE INVEST- 
MENT DEALERS’ DIGEST, publishers of the Hand- 
book, is the trade magazine of the investment 
banking fraternity. 


Security offerings that consist of a re-offering 
of outstanding Securities . . . i.e., “Secondaries” 
or “Special Offerings” . .. are shown separately 
from new-money or refunding operations. 
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WHEN YOU ARE OFFERED A NEW ISSUE, FOR PURCHASE 


Within a few seconds time you can find out, through reference to 
the Handbook of Corporate Security Offerings, what securities of com- 
panies in the same industry have recently been offered for sale . . . 
at what terms and price and by whom. 


WHEN A “SWITCH” IS SUGGESTED TO YOU 


The offering price of all new issues is geared to the market's ap- 
praisal of all similar issues. A mighty convenient, and practical, 
step in appraising securities you now hold is to examine the offer- 
ing price of a// securities operating in the same industry, over the 
past, vital, three years. 


WHEN DEPOSITORS OR CUSTOMERS ENQUIRE 
ABOUT STOCKS OR UNDERWRITING FIRMS 


If the question arises: “What type of underwriting firm is such and 
such?”, here is a three year tabulation of all corporate underwrit- 
ings, both stocks and bonds, which were managed by the firm. 
If a depositor, or trust officer, or director, is interested in getting 
the facts about any security offering in the past three years, here are 
the facts at your finger tips. 


Send No Money 


The first print order for the Handbook of Corporate Security Offerings 
will be strictly limited. Orders now being accepted will be filled from 
the first edition. Please send no money. You will be billed after you have 
received your book. The price is $2.50. You may return the Handbook 
in lieu of payment if you are not completely pleased with your purchase. 
To be sure of your copy, fill out the coupon below today. Shipment will 
be made after the first of the year, as soon as careful checking and print- 
ing will permit. 


MAIL TODAY THIS PRE-PUBLICATION FORM 


INVESTMENT DEALERS’ DIGEST 

67 Wall Street, New York 5, N. Y. 

You may reserve for us copy (ies) of the HANDBOOK OF 
CORPORATE SECURITY OFFERINGS at $2.50 per copy. It is understood that if we 


are not entirely pleased with the HANDBOOK, we may return it (or them) within 5 
days of receipt, and your bill will be cancelled. 
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GOOD NEIGHBORS ARE 


The great buying power of Latin America, repre- 
sented by a vast accumulation of available dollar 
exchange, is engaging the attention of American 
exporters as the United States again prepares to 
send goods in volume to her neighbor republics. 

As our exports grow, the farmer in Chile will 
eventually get his new tractor; the Brazilian in- 
dustrialist, new factory equipment; and our new 
household appliances will put a twinkle in the eyes 
of many a Colombian housewife. Our “good 
neighbors” are also “good customers.” 

The Chase Foreign Department can be of in- 
valuable assistance to American exporters and 


importers. For the Chase Foreign Department has 
long maintained close relationships with corre- 
spondent banks throughout Latin America, chosen 
for their efficiency in transacting foreign business 
as well as their intimate knowledge and under- 
standing of local business conditions. 

Through these correspondents, the Chase is able 
to offer aid, in the form of accurate information 
and complete facilities, to the American business- 
men who will share in the coming great volume 
of trade. These Chase facilities which are always at 
the disposal of our domestic correspondent banks 
provide a valuable service for their own customers. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 
LONDON — 6 Lombard Street + 51 Berkeley Square + Bush House, Aldwych 


Havana «+ SanJuan + Panama « Colon « Cristobal 


¢ Balboa «+ Office of Representative: Mexico City 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
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How Banks Have Handled 


Installment Loans With Success 


Here are described some of the principles and practices that have 
guided those banks which have been particularly successful in 
making installment loans to consumers. It is generally recognized 
that opportunities for profitable bank participation in this field 
are steadily increasing. To make the most constructive use of these 
opportunities, a bank must study the peculiarities and special 
techniques characterizing this specialized field and base its plans 
upon modern, sound principles. 


ROBABLY at least 90% of com- 

mercial banks will actively en- 
gage in consumer installment lend- 
ing in the years ahead. Before the 
war no more than 70% of the banks 
were even mildly interested in the 
business. Commercial banks already 
in the field are attempting to extend 
their operations because most of 
them have found it profitable and 
the credit experience satisfactory. 
For these same reasons, many other 
banks new to the business expect 
to participate. 

To many bankers, consumer cred- 
it may appear to be a bonanza, But 
success in the consumer installment 
loan business is dependent upon the 
effective handling of a large num- 
ber of variables. An examination of 
the experience of banks that have 
achieved appreciable success in 


By DR. CLYDE WILLIAM 
PHELPS 


Head of the Department of Economics, University 
of Chattanooga, Chattanooga, Tenn. 


NOTE—The author has done research work 
on the subject of consumer installment cred- 
it for both banks and small loan com- 
panies; served as consulting economist to 
the States of Tennessee and Kentucky, and 
to the U. S. Department of Commerce on 
credit surveys; served as senior economist 
with the U. S. Federal Trade Commission 
in Washington; written the official text 
books on credit of the National Retail Cred- 
it Association, as well as many articles and 
monographs on consumer credit. 


making consumer loans repayable in 

installments indicates some guiding 

principles and practices of definite 
value. 

To attain a satisfactory volume 

. of consumer installment loan 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST. 
CHICAGO 5, ILL. 


outstandings, the bank must be com- 
petitive in its rates of charge for the 
type of service rendered. 

The consumer-borrower must be 
studied as a buyer who needs to pur- 
chase something the lenders have 
for sale and who will patronize those 
lenders who give him the most for 
his money. In attempting to get the 
most for his money in his borrow- 
ing, just as in his buying of mer- 
chandise, he will tend to give his 
business to the lender who will 
charge the lowest rate for the 
amount of credit plus the service he 
desires. 

Banks and other lenders are in 
the business of selling credit-plus- 
service. They must appeal to buyers 
on the basis of offering the same 
credit and service at a lower rate 
than that of competing institutions 


Guiding Principles For Installment Lending 


1. To attain a satisfactory volume, a bank 
must be competitive in its rates of charge for 
the type of service rendered. 

2. It must evolve and adopt loan plans to fit 
the specific needs of those classes of borrowers 
which it decides to serve. 

3. It must prove itself to be a continuous and 
dependable source of consumer credit. 

4. It must be willing to serve the “little 
people” as well as the upper middle class con- 


sumers, and to make really small loans as well 
as those of moderate and large size. 


5. It must become more interested in ordinary 
consumers and in consumer movements and 
consumer interests. 


6. The business must be merchandised. 
7. Bank officers must develop a much better 


knowledge than most bankers now have of the 
complete costs involved. 
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The United States dollars in the package are just as good at one lender's as at 
another's. It is the services included in the package that differ; and any buyer 
or borrower, consumer or commercial, is perfectly willing to pay a higher 
price or rate to secure services which are valuable in meeting his needs. 


—or the same credit and better 
service at or near the rates charged 
by competitors. 

Meeting competition effectively 
is not as easy as those new to the 
consumer installment loan field may 
imagine. It is fallacious to assume 
that banks, because of deposit 
money, can just naturally offer 
lower rates than competitors. Cost 
of money to the lender is only a 
very small part of total costs in 
installment lending. 

The banks’ chief competitors in 
the consumer installment loan busi- 
ness are the small loan companies 
operating under state laws based on 
the Uniform Small Loan Law, in- 
dustrial banks, and the credit 
unions. Generally, the rates of com- 
mercial banks are competitive with 
those of industrial banks, or under- 
sell them, on those classes of bor- 
rowers for which the two types of 
institutions compete. 

The commercial bank has a great- 
er cost advantage over the small 
loan company except in the case of 
very small loans, particularly those 
repaid in a few months’ time. It is 
also at a disadvantage in competing 
with credit unions for very small 
loans, and it must keep to within an 
aggregate discount (i. e., discount 
plus fees, etc.) of 6% or less to be 
competitive on the large consumer 
loans. The charges of small loan 
companies and credit unions are 
lower than those of banks on very 
small loans of short maturity, be- 
cause the first two types of institu- 
tions make no minimum charges 
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and charge by the month only for 
the exact time the money is used by 
the borrower. 

Those banks that have kept their 
aggregate charges down to a total 
discount of around 6% have been 
able thus far to compete effectively 
for medium and large consumer in- 
stallment loans as far as rates—as 
apart from service—are concerned. 
In the case of those loans which are 
made to purchase consumers’ dur- 
able goods, lower rates by banks 
may be required to meet the com- 
petition expected from sales finance 
company-dealer plans, 

Only a few banks have attempted 
to secure volume by simply cutting 
rates, a practice which yields “only 
a 24-hour advantage” over com- 
petitors. Most banks have followed 
the policy of endeavoring to meet 
the rates offered by their chief com- 
petitors and striving to get the busi- 
ness on the basis of better service. 
Excelling in service, however, is not 
an easy achievement, and increased 
service beyond a certain point re- 
quires higher rates of charge. 

For a bank to succeed in the 

. consumer installment loan 

field, it must evolve and adopt loan 

plans to fit the particular needs of 

those classes of borrowers which it 
decides to serve. 

Lines of credit should be estab- 
lished for consumer borrowers, just 
as is done in the case of commercial 
accounts, so that the consumer may 
be assured of sufficient credit to 
meet his needs as they arise from 
time to time. The old-fashioned idea 
that a consumer should never bor- 


row or that, if he should ever be 
reduced to the state of having to 
seek a loan, he should be expected 
to borrow only once or twice in a 
lifetime must be abandoned com- 
pletely. 

Repeat business from consumer- 
borrowers is just as natural, inevit- 
able, and sound in the modern world 
as is repeat business from commer- 
cial borrowers. This is recognized in 
the practice adopted by some banks 
of giving their responsible con- 
sumer-borrowers credit cards. These 
cards are not quite the same thing 
as the credit cards sent out (often 
to those who have never been credit 
customers of the firm) by oil com- 
panies and other commercial con- 
cerns; instead they simply indicate 
that the person named has had a 
loan with the bank and has handled 
it satisfactorily. But the bank credit 
card signifies visibly to the consumer 
that he has established bank credit 
and can come to the consumer credit 
department of the bank at any time 
to arrange a loan, with the feeling 
that he is a known and preferred 
customer and with no fear of facing 
an “inquisition.” 

Providing loan plans that are 
fitted to consumer needs also re- 
quires arranging the length of the 
contract and the frequency, dates, 
and amounts of the installment pay- 
ments so as to be most convenient 
for the borrower. In determining the 
frequency of payments, the lender 
should take into consideration the 
frequency with which the applicant 
receives his income. Often it is more 
convenient for borrowers who are 
paid weekly or twice monthly to 
make a payment each payday than 
to meet a much larger installment 
once every month. 

When such borrowers make pay- 
ments more frequently than once a 
month, it is true that bookkeeping 
expense is increased, but their tend- 
ency to be slow in making large 
monthly payments on time is re- 
duced and the bank’s investment in 
outstandings is also smaller than in 
the case of monthly payments. 

It is helpful to set the actual date 
of the installment payment so as to 
come immediately after the date 
upon which the applicant receives 
his income. If each payment is made 
for a round number of dollars, 
rather than a sum expressed in dol- 
lars and cents, time is saved in post- 
ing on some modern installment 
bookkeeping machines. This is be- 
cause only the dollar keys need to 
be pressed, the decimal point and 
the two zeros being automatically 
printed by the machine. If such ma- 
chines are not employed, the use of 
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odd cents should be avoided in set- 
ting installments (i. e., the payment 
should call for $8.25 or $8.50 rather 
than $8.33) so as to speed up traffic 
at the windows. 


It is preferable (and at present 
required by Regulation W) to have 
the payments called for in loan con- 
tracts be equal or declining in 
amount; in the case of contracts call- 
ing for a final payment much heav- 
ier than the preceding installments, 
many customers may find it difficult 
or impossible to complete their con- 
tracts according to terms. 


To succeed in securing and 

» Maintaining a large consumer 

installment loan volume, the bank 

must prove itself to be a continuous 

and dependable source of consumer 
credit. 

Because of the need to purchase 
durable goods of high unit price and 
because of family emergencies, the 
majority of consumers need install- 
ment sale or loan credit year after 
year. Furthermore, fluctuations in 
business conditions and unforseen 
developments in family health and 
other matters often seriously affect 
the consumer’s ability to repay his 
obligation according to its original 
terms. Here, the bank must be pre- 
pared to carry the customer over 
these bad periods—by postponing 
installment payments or recasting 
the contract to extend its maturity— 
and even to advance him additional 
funds in many cases. 


Any banker who takes the posi- 
tion that a consumer-borrower can 
be, or should be, expected to make 
each and every one of his installment 
payments throughout the life of his 
loan exactly as called for in the con- 
tract (and that if he does not do so, 
he proves himself to be of bad char- 
acter) is utterly unrealistic. The 
more logical and practical students 
of consumer finance realize that a 
great many consumer-borrowers 
will need to be carried and advanced 
additional funds at least once or 
twice before their loan contracts are 
finally paid out. 

Moreover, bankers who are suc- 
cessful in consumer lending handle 
these cases without giving the bor- 
rower to understand, either by word 
or manner, that he is either a knave 
or a fool, that he has violated the 
sacred traditions of banking, and 
that the bank is doing him a great 
big, unjustified favor. The banker 
must willingly carry and finance 
those of his consumer-patrons who 
get into difficulties if he expects 
them to come to regard his institu- 
tion as a reliable and continuous 
source of credit. 
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For every million dollars of a bank's consumer installment loans outstanding, 
from four to five times as many employees are required for operation as are 
needed in handling the same volume of commercial loans. That is why higher 


rates are justified. 


To be successful in obtaining 

. the greatest possible volume 

of consumer installment loans, a 

bank must be willing to serve the 

“little people” as well as the upper 

middle class consumers, and to make 

really small loans as well as those of 
moderate and large size. 

Because overhead expense, when 
expressed as a percentage, varies in- 
versely with the size of the loan, 
banks are strongly tempted to con- 
centrate on avoiding the smaller 
loans and on keeping the average 
size of their consumer installment 
loans as high as possible. 

In large communities, there has 
been enough upper middle class 
business to yield a considerable 
volume of consumer installment 
loans per bank when divided among 
a few institutions. Many banks have 
found it easy to accept this business 
characterized by relatively large 
loans and select risks. They have 
been skimming off the cream of the 
consumer installment loan business 
and refusing to make advances of 
less than $100 or applying minimum 
charges that cause such loans to be 
more expensive at the bank than at 
a small loan company. At the same 
time, they often include the false 
boast in their advertising that they 
are serving the whole consumer- 
loan field, implying the lack of 
necessity for the existence of any 
competing institutions. 


While it will always be possible 
for some institutions to get a satis- 
factory amount of business by spe- 
cializing in the volume of select- 
risk, large-size consumer loans 
available, more and more banks will 
find it necessary to serve the lower 
income classes, along with other 
consumers, in order to secure a de- 
sirable volume of consumer install- 
ment business. Making a larger pro- 
portion of loans in the smaller sizes 
adversely affects the percentage of 
overhead expense, but it also tends 
to spread risk over a larger number 
of loans, and it offers an opportunity 
to a bank for building good will and 
a wider reputation for helpfulness 
in its community. 

To be most successful in build- 

. ing its business of financing 

consumers, a bank must become 

more interested in ordinary con- 

sumers and in consumer movements 
and consumer interests. 

The unanimous assertion of the 
numerous commercial] bank presi- 
dents who have come up through in- 
dustrial banking experience is 
rather startling. They say: Com- 
mercial bankers generally at pres- 
ent simply do not understand the 
consumer or consumer credit. 

Some bankers have implied their 
agreement with this accusation and 
have endeavored to meet the situa- 
tion by hiring an official of an in- 
dustrial bank, sales finance com- 
pany, or small loan company and 
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putting him in charge of the bank’s 
newly established consumer credit 
department. 

Any officer who is new to the con- 
sumer finance business needs to 
study the specialized mechanics of 
operation which it requires. He 
needs to study also the consumers 
themselves from the viewpoint of 
the sociologist and the social worker, 
just as the credit unions and the 
leading small loan companies have 
done. In this way, he can slowly 
develop a real understanding of con- 
sumers as people, generally rather 
insecure and overwhelmed fre- 
quently by family emergencies. 

These people, he will find, are 
definitely not just small-scale 
models of successful bankers and 
businessmen. Such an understanding 
can never be achieved by reading 
the many excellent manuals ex- 
plaining how to handle the technical 


and mechanical procedures in suc- 
cessful consumer lending. The officer 
in charge of consumer credit should 
attend meetings of consumer groups, 
take part in the discussion of con- 
sumer problems, cooperate with 
social agencies, and generally de- 
velop and exhibit a sincere and in- 
telligent interest in the welfare of 
the consumers of his community. 
The successful consumer-loan of- 
ficer is the one who gives personal 
attention to the problems of the in- 
dividual consumer. He must be will- 
ing to work out a plan with the 
applicant to meet his personal prob- 
lem. The foremost objective in the 
officer’s mind must always be to try 
to discover some way to make the 
loan, or to remedy the default in 
the manner most convenient to the 
customer. Often—practically always 
in the case of the great mass of 
lower income class consumers which 





$400 A Month Saved By Delayed Posting 


We adopted the delayed posting plan about a year ago. The 
chief benefits have been a reduction of wear and tear on the 
machines, a drop of over 3314% in our power bills, and 
smoother operation in the bookkeeping department. 

Prior to this, our bookkeepers had three runs a day which 
meant three different balances each day and much more carbon 


and journal paper going through the machine. Inasmuch as 
we operate with the double posting system instead of single 
posting, the change actually meant a reduction from six runs 


a day to two runs. 


Due to the fact that we have only three bookkeepers in our 
department, in addition to a clerk for the morning of each day, 
there has been no reduction in the number of employees in this 
department. However, the same crew has been able to handle 
the increased work in the department due to ration accounts, 


war-time payrolls, and so on. 


We handle return items, especially Federal Reserve items, 
about the same as formerly. The tellers or assistant tellers are 
more or less familiar with our accounts generally and sight- 
posting to a slight degree enables them to deduct the items from 
the advice the same day the letters are received. 

We have in mind a much larger bank in a city not far from 
here that adopted delayed posting several months after we 
made it effective here. This bank had six or seven bookkeepers 
and four or five sorters, all of them working full banking hours. 
Under the new plan, they have been able to reduce the number 
of hours of work of each crew by having the bookkeepers arrive 
at about 8:00 or 8:30 A.M. and work until 3:00 P.M. while the 
sorters arrive about 10:00 A.M. and work until 5:00 or 5:30 P.M. 
We understand that this has caused a reduction in their over- 
time of about $400 per month. They, no doubt, have also saved 
a considerable amount due to a decreased use of power. 

The point that we are trying to make clear is that, although 
we find it a very desirable change for smaller banks, it is much 
more beneficial for banks with a large number of personnel in 
the bookkeeping department. Our only regret is that we did not 
start it several years ago.—L. C. Hale, executive vice president, 
The National Bank of Bay City, Bay City, Mich. 


few banks are attempting to serve 
adequately—the consumer loan of- 
ficer must help the applicant or bor- 
rower to work out a budget for his 
income and expenses which will en- 
able him to live, meet his obliga- 
tions, and repay the loan. 

This kind of individual, personal- 
ized service, particularly in the case 
of the great mass of consumers who 
do not qualify as select risks for 
large loans, costs very much more 
than assembly line treatment. It 
cannot be rendered at 2 total net 
charge of 6% discount, or approxi- 
mately 12% simple interest per 
annum, except in those banks con- 
centrating their business in large 
consumer loans. 

However, this and other services 
constitute the main thing the bor- 
rower seeks to purchase when he 
sets out to buy a package of credit- 
plus-service. The United States dol- 
lars in the package are just as good 
at one lender’s as at another’s. It is 
the services included in the package 
that differ; and any buyer or bor- 
rower, consumer or commercial, is 
perfectly willing to pay a higher 
price or rate to secure services 
which are valuable in meeting his 
needs. 

Here we have one significant rea- 
son which is helpful in explaining 
something that at first glance ap- 
pears inexplicable, i. e., why so 
many consumers prefer to borrow 
from small loan companies at higher 
rates than those generally charged 
by banks. They pay more but they 
feel that they get so much more in 
personalized, helpful service in 
budgeting and many other ways 
that they regard the services re- 
ceived as worth the difference in 
charges. 

When a loan must be refused— 
and the proportion of applications 
which must be declined tends to be 
high in consumer installment lend- 
ing even under the best conditions 
—the banker should take the time 
to sympathetically explain just why 
the loan would not be desirable 
either for him or for the bank. The 
banker should further advise the 
applicant on ways and means of re- 
moving the difficulty and assure him 
that the bank will be glad to take 
care of his credit requirements just 
as soon as the difficulty is removed. 

Just as the banker should help 
the small-business borrower to un- 
derstand financial statements in 
order to analyze his operations and 
plan more intelligently (and there- 
by increase the safety of the loan to 
the bank) so he should help the 
small consumer installment bor- 
rower to understand family budget- 


BANKERS MONTHLY 





ing so as to stretch income to cover 
family expenses over the long run 
and thereby preserve the financial 
integrity and well-being of the 
family, as well 1s make the con- 
sumer a safe risk for the bank. 

A bank that wishes to make a 
6. success of its consumer install- 
ment lending must realize that this 
business must be merchandised. 

The banker cannot sit back in his 
office and expect an appreciable 
volume of this type of business to 
come to him just because he knows 
consumers need money or because 
of the pleasant thought that con- 
sumers will naturally prefer to deal 
with banks. Like other kinds of re- 
tailing to consumers, consumer in- 
stallment loan service must be sold. 
It requires a far greater use of ad- 
vertising than banks have been used 
to employing in the solicitation of 
commercial loans. 

However, the mere advertisement 
“Money to Loan” has, as the psy- 
chologists would put it, no real 
motivating force. Such advertising 
is not merchandising consumer cred- 
it. No consumer wants to simply 
“borrow money.” He wants to “bor- 
row money in order to—” and there- 
fore the bank must devise and 
advertise attractive plans and ideas; 
it must develop and offer appealing 
“packages” if it desires to merchan- 
dise consumer credit effectively. 

The consumer needs to borrow in 
order to consolidate his debts, secure 
hospitalization, obtain badly needed 
medical or dental service, buy an 
automobile, and so on. The alert 
banker, therefore, does not offer 
merely money for sale; he develops 
and advertises special plans or pack- 
ages: Consolidation Loans, Re- 
financing Loan Plans, Hospital 
Loans, Blue Triangle or Medical and 
Dental Loan Plans, Bank-Agent 
Auto Loans, Purchase Club Ac- 
counts, and so on. Such advertising 
contains what students of applied 
psychology call Interrupting Ideas, 
which cause the reader to stop and 
think and which stimulate action 
toward new habits of borrowing in 
place of the old habit of letting the 
retailer, professional man, or dealer 
carry the consumer. 

Merchandising consumer install- 
ment loans effectively also requires 
other changes in traditional bank- 
ing practice. Longer than regular 
banking hours are needed to serve 
consumers adequately because, un- 
like business borrowers, they can- 
not drop in at the bank during their 
working hours to see about a loan. 

The confidential nature of the 
loan transaction must be stressed 
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because consumers are conscious of 
the traditional attitude of employ- 
ers, backed up by old-fashioned 
bankers, of regarding consumer bor- 
rowing as unproductive, unneces- 
sary, and indicative of lack of thrift 
and character. They are also aware 
of the time-honored policy of many 
employers to discharge those of their 
workers who were garnisheed be- 
cause of borrowing money. Further- 
more, the consumer resents bank 
practices which advertise to his 
neighbors that he has to borrow and 
which require them to go on his 
note, Bankers must realize that con- 
sumer installment lending, when 
characterized by certain practices, 
will produce ill will in the com- 
munity rather than the good will 
they anticipate. 

Merchandising consumer install- 
ment loans successfully demands 
that the closing of contracts be 
prompt and speedy because serious 
illnesses and other family emer- 
gencies often strike suddenly. Also, 
the consumer and his wife who have 
decided upon the automobile they 
want, human nature being what it is, 
want it immediately. They will 
naturally prefer to have the dealer 
finance the transaction if he can 
complete the credit investigation 
and close the contract more quickly 


Many families need an automatic water 
heater and will gladly borrow money to pay 
for this necessity. 


than the bank can handle the mat- 
ter. 


Successful merchandising of con- 
sumer credit also involves that most 
valuable and most expensive service 
of all—the time-consuming consul- 
tation with clients for the purpose 
of analyzing and reorganizing their 
family budgets in order to preserve 
or restore the financial solvency of 
the American family, and incident- 
ally to safeguard the loan. Moreover, 
it requires that the loan officer ap- 
proach each applicant’s case with 
the positive idea of making the 
“sale” by some means or another, if 
at all possible, rather than with the 
negative approach of seeking to find 
some reason why the money should 
not be loaned. Success cannot be 
achieved by following a policy of 
refusing all but gilt-edged credits. 

To insure success in its con- 

. sumer installment loan busi- 

ness, a bank must develop a much 

better knowledge than most bank- 

ers now have of the complete costs 
involved. 

Too many banks new to the field 
have so far failed to charge their 
consumer installment loan opera- 
tion with all the direct expenses 
concerned and, especially, with its 
true proportionate share of all over- 
head items. 

The belief voiced by some bank- 
ers that they can add a substantial 
volume of consumer installment 
loan business with little or no added 
expense is fallacious. If there should 
seem to be but little additional ex- 
pense, this can only mean that the 
bank’s executives should be con- 
demned by its board of directors 
for having been maintaining an in- 
excusable condition of excess per- 
sonnel and unutilized space and 
equipment. 

There is no such thing as “free” 
money because even demand de- 
posits entail a great deal of expense 
to “secure, accept, house, account for, 
hold reserves against, and return on 
demand.” For every million dollars 
of a bank’s consumer installment 
loans outstanding, from four to five 
times as many employees are re- 
quired for operation as are needed 
in handling the same volume of 
commercial loans. 

Consumer installment credit is 
inevitably extremely expensive, 
particularly when a wide service is 
offered to borrowers of small as well 
as large sums. Before setting rates, 
and before cutting rates in an at- 
tempt to get volume, a banker 
should make an honest and complete 
study of all his costs. 
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We Try 


consisting merely 


BANK examination is a fact 
finding process. In a broad 
sense, it consists of an effort by the 
examiner to determine the solvency 
of the bank and the efficiency of its 
management and _ administration. 
Public interest demands that banks 
be properly conducted within the 
requirements of the law and accord- 
ing to sound banking principles. 

Bank supervision, however, has a 
broader responsibility than merely 
these factual determinations. Under 
the modern concept, primary re- 
sponsibility is, of course, to the 
depositors of the bank. It is con- 
cerned with the maintenance of 
sufficient sound capital to protect 
depositors against deterioration in 
the value of the assets as carried on 
the books; the quality of the bank’s 
management; the earning capacity 
of the bank; and the proper dis- 
position of its earnings. 

Bank examination is a difficult 
task because the examiner must 
determine the exact condition of 
the institution in order to prepare 
an accurate report for the super- 
visor. He must be ab’‘e to classify 
the assets in a manner which will 
stand the test if the classification is 
questioned, have a good knowledge 
of credits as well us the value of the 
security pledged, and to strive to 
offer constructive suggestions to the 
managing officer wherever possible. 

Attention should be called to the 
fact that the difference between an 
audit and an examination is not 
generally recognized. This fact is 
brought home more forcibly when 
we hear an examiner unjustly criti- 
cized for failure to discover a de- 
falcation which extended over a 
period of several years and which 
could have been discovered only 
by an audit. 

In an examination, the examiner 
satisfies himself that the assets 
found in a bank are equal in value 
to the amount called for by its books 
and the liabilities are proved to the 
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To Make Examinations 


Helpful And Constructive 


The old theory left the entire responsibility for the organization, 
operation, and management of financial institutions upon their 
Board of Directors and management. The new theory, however, 
seems to be the feeling that, in addition to submitting a report 
of figures, the supervisor should endeavor to 
assist in any way possible the institutions under his supervision. 


By F. A. AMUNDSON 


Commissioner of Banks, 

State of Minnesota 
general ledger controls. The ap- 
praisal of bank assets places a great 
responsibility on the examiner and 
is one of the most difficult tasks he 
must perform since he must rely 
to a large extent on his individual 
judgment. 

The managing officer should work 
very closely with the examiner at 
the time the loans are reviewed for 
a proper rating or classification in 
the report. A frank discussion by the 








How To Be Prepared For 
A Bank Examination 

1. All records should be kept 
posted up to date. 

2. Savings ledgers, commer- 
cial ledgers, cashier’s check reg- 
ister, certificates of deposit ac- 
counts, and certified check rec- 
ords should be balanced at least 
once each month. 

3. Adequate reserves should 
be maintained in the bank’s own 
vault or in amounts due from 
correspondent banks. 

4. It is advisable to maintain 
spaced maturities in the invest- 
ment portfolio in order to have a 
safe margin of liquidity. 

5. “Slow” loans should be 
watched and an attempt made 
to obtain additional security to 
back them if they are too long 
past due. 

6. All notes and mortgages 
should be kept in order so that 
the examiner’s work can be 
expedited. 

7. Credit files should be so 
arranged that an examiner may 
get complete information about 
every borrower without delay. 


banker regarding the loans and 
other assets will greatly assist the 
examiner in arriving at a proper 
classification in the report and will 
assist him in arriving at a proper 
classification. Quite often the man- 
aging officer has been known to 
question the classification of paper 
after it has been set up in the report 
and, in reviewing those matters, we 
found that in most cases not all the 
information had been given to the 
examiner. If it had been given, he 
might have placed the paper in a 
different classification. 

The examiner sometimes sees 
matter from a different angle than 
the banker because of his experi- 
ence in various examining districts 
and because he recognizes the dif- 
ferences between banks operating 
in the same district. This knowledge 
enables the examiner to compare 
the operation and condition of vari- 
ous banks of approximately the 
same size. It is true that conditions 
are not exactly the same in all cases, 
but in a given locality they are 
somewhat similar. The examiner 
necessarily has an impersonal view- 
point and consequently his judg- 
ment is impartial. 

Quite often a banker will ques- 
tion loans which have been set up 
in the loss column and, if the loss is 
not admitted at the time of the 
examination, it is easy enough for 
the banker to prove that a note is 
not a loss by either collecting the 
loan or placing it in a satisfactory 
condition. 

Experience has proved that ap- 
proximately 90% of assets classified 
as loss by the examiner resulted in 
actual losses. It should be remem- 
bered that even though the exam- 
iner is wrong, his classification does 
not affect the value of the assets. 
Occasionally the managing officer 
resents having the examiner freely 
discuss the condition of the bank 
with the directors. This attitude 
should never be assumed because 
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the direct responsibility for the 
operation of the bank is placed in 
the Board of Directors. The manag- 
ing officer is employed to cerry out 
their instructions. 

Under the law, the full responsi- 
bility for conducting the bank is 
vested in the Board of Directors and 
therefore it is not the province of 
the supervisor or his examiners to 
pass upon investments in advance. 
We feel, however, that bankers who 
may be in doubt as to certain poli- 
cies would do well to consult with 
the various supervisory agencies so 
as to gain the knowledge of their 
experience. The supervisor cannot 
very well give a definite answer on 
these matters, but he can give the 
banker the benefit of his experience 
and it may help him in coming to a 
decision on the matter under dis- 
cussion. 

Sufficient information should be 
in the examiner’s report to deter- 
mine the solvency of the institution, 
the character of the management, 
and whether or not the institution 
is operating according to law. In- 
telligent supervision is not merely 
corrective—it is also constructive 
and preventive. 

We might ask the question, “What 
do bankers expect of the supervising 
authorities and how far should 
supervisors go?” 

Early records show that the old 
theory of public supervision was 
that a public authority would 
charter or approve the chartering 
or organization of such institutions, 
examine and supervise them; that 
it would prosecute violations of the 
criminal law, bring civil suits for 
recovery upon civil liability, in- 
junction suits to prevent continued 
violations of the law and that it 
would liquidate such institutions 
when necessary for the protection 
of the public interest. 

The old theory left the entire 
responsibility for the organization, 
operation, and management of 
financial institutions upon their 
Board of Directors and manage- 
ment. The new theory, however, 
seems to be the feeling that, in 
addition to submitting a report con- 
sisting merely of figures, the super- 
visor should endeavor to assist in 
any way possible the institutions 
under his supervision. 

The old theory of looking for a 
reason to prosecuting violators of 
the law is gradually disappearing 
and it is my opinion that supervis- 
ors today are striving for closer 
cooperation with bank management. 
This is done with no thought of 
superseding or interfering with 
sound bank management but with 
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This commissioner believes that examinations should be made so useful to banks that 
officers will look forward with pleasure to the call of the examiners. 


the sole purpose of offering con- 
structive suggestions where needed. 


The best way for a banker to be 
prepared for an examination is to 
keep all of his files and records in 
such condition that an examiner 
can accurately and quickly complete 
the examination. Bankers whose 
banks have been examined for a 
number of years should know what 
the requirements are and their 
banks should be ready for an exam- 
ination at any time, if they follow 
the recommendations of examiners. 


In Minnesota a bank must main- 
tain a reserve, in its own vaults or 
in amounts due from correspondent 
banks, of at least 15% of demand 
liabilities and 5% of time liabilities, 
if located in a reserve city. If not in 
a reserve city, it must maintain a 
reserve of 12% of demand liabili- 
ties and 5% of time liabilities. 


My department places no restric- 
tions on the limits of a bank’s Gov- 
ernment investment portfolio, but 
recommends the spacing of maturi- 
ties, and further recommends short 
maturities, not to exceed 10 years. 
Investments in other bonds must be 
within the first four ratings as 
established by Moody’s. 

There is no limit for carrying an 
unsecured loan, except the statute 
of limitations, but an examiner 
classifies a loan, whether secured 
or unsecured, according to experi- 
ence and performance. If a loan 
appears slow, it is so classified, and 
if no progress is made at the time 
of the next examination, he may 


move it over into the doubtful 
column. It may remain there for 
several examinations and, if no 
progress is shown, he may then 
elect to move it into the loss column. 
Bankers many times will admit this 
classification and, in those cases, 
little difficulty is experienced. 

We recommend that a bank keep 
all records posted up to date and 
balanced. Savings accounts, com- 
mercial ledgers, cashier’s checks, 
certificates of deposit, certified 
checks and so forth should be bal- 
anced at least once each month. A 
bank should keep all notes, mort- 
gages, credit files, and information 
pertaining to its loans in good order 
so the examiner can easily check 
them. 

A banker should be well informed 
on banking laws, particularly those 
laws regarding loan limits, reserve 
requirements, and the duties and 
responsibilities of directors. 


Do you ever permit a renter to 
leave his key in your possession? 


Do you allow a renter at any 
time to use your guard key” 


For our part, we would very 
much approve of a plan of 
protesting checks only when 


so instructed.—Albert Halvor- 
son, president, The Saint Ans- 
gar Citizens State Bank, Saint 
Ansgar, lowa. 
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AAA Helps Us Get 
Commodity Credit Loans 


Here’s a banker who has his government competition working for 
him. He has trained the people in the A. A. A. office to refer com- 
modity credit applicants to the bank. He has trained the farmers 
to go to the bank more often than to the A. A. A. office. 


E BELIEVE, as all other bank- 

ers do, that all of the good 
credit of the community should be 
in the local bank. We have felt that 
the P. C. A. was unnecessary and we 
have tried to make our farmers 
believe that the bank is the best 
place to borrow. 

We put on an intensive program 
to transfer commodity credit loans 
from the P. C. A. to ourselves about 
two years ago and we were very 
successful in doing so. As a matter 
of fact, the P. C. A. has very few 
loans left in our area and none that 
I covet. 

When the local triple A office saw 
that we were prepared to serve 
farmers even better than P. C. A., 
they started to refer applicants to 
the bank. So far as I know, they 
have referred no applicants to P. C. 
A. since we got them trained. 

The basis of our training was a 
series of talks with A. A. A. officials 
and a series of advertisements and 
folders about various types of loans 
and bank services in which we said 
this about commodity credit loans: 


Government guaranteed loans on wheat, 
barley, rye, flax, corn, and so forth. Appli- 
cation is made through the triple A office. 
Such loans can be closed here quickly and 
without red tape. Rate 3 per cent 


This was not the entire advertise- 
ment, however. In that same full 
page advertisement in the local 
newspaper, we mentioned the fol- 
lowing types of loans: 

Farm and Feeder Loans 
Machinery Loans 
Commodity Credit Loans 
4-H Club Loans 

Land Loans 

Business Loans 
Collateral Loans 
Installment Loans 

Car Loans 

Appliance Loans 
F.H.A. Loans 

Veterans Loans. 

This was kept before the public 
continually in one form or another 
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By W. M. WILLY 


President, Security Bank and Trust Co., 
Madison, South Dakota 


and had the general effect of making 
people believe that the place to 
borrow money was at the Security 
Bank and Trust Co., Madison, South 
Dakota. The results have certainly 
been very pleasing. 

It would appear from our expe- 
rience that the way to impress peo- 
ple with the fact that the local bank 
is the place to borrow money, is to 
put that information before them in 
large type and often. 

When you use a full page in the 
local newspaper, you are attracting 
attention because of the very size 
of the space. 

When you put the important 
words in the advertisement, in very 
large type, you are attracting still 
more interest. 

Then, when you fill the advertise- 
ment with ideas which are of prac- 
tical value to the readers of the 
newspaper, you are assured of re- 
sults. 


Our local AAA office has been 
very cooperative. It would seem to 
me that every banker might get 
similar cooperation if he would 
show the local officers that the bank 
is in a position to give even better 
service than P. C. A.—better from 
the standpoint of the farmer. These 
AAA officers are working for the 
benefit of the farmer and it isn’t 
difficult for them to see (when you 
explain it clearly) that a farmer is 
better off to borrow from the bank. 

The commodity loans, of course, 
are secured by the stored commod- 
ity and almost always, the com- 
modity is worth more than the loan. 
We make it clear to our borrowers 
that, when the commodity is sold, 
the loan is to be paid. However, we 
endeavor to find other sources of 
future income from which the loan 
can be paid and try to have the 
maturity date at a time when the 
farmer expects to sell something 
which will result in the money he 
needs to pay the loan. 


Simplify Your Service Charge Schedule 


If you eliminate one item—you have simplified your work. 

If you combine two items—you have simplified your schedule. 
Each additional item eliminated will reduce your bank's costs. 
The more you eliminate, the more your customers will be pleased. 


But— 
There’s a limit! ! 


A one-item charge is the limit. 


Many small banks have gone the limit. 

Many large banks have eliminated 1 - 2 - or 3 items. 

Many medium-sized banks have eliminated 3-4-5-or 6 items. 
Banks which have simplified report these 3 benefits: 


1. Analysis costs less. 
2. Income is increased. 


3. Customers are better satisfied. 
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How To Learn The Quick Draw 


A bank guard is sometimes called upon to draw his weapon quickly 
and it is highly essential that he be trained in this action. Help 
is given in this, the fourth and final lesson in this training course. 


ECAUSE of the fact that most 
bank guards spend almost all 
of their time as ushers in the lobby 
of the bank, it is quite natural that 
they neglect any kind of practice 
with their weapons. Very seldom 
does a bank guard think there ever 
will be a possibility of his needing 
to draw his weapon quickly. Even 
if this necessity should arise only 
once in a lifetime, it is highly im- 
portant that the guard be prepared. 
More than that, there is a great 
deal of pleasure and entertainment 
for bank guards in practicing and 
competing with each other. That is 
why practice in the drawing of 
weapons should be made a regular 
part of guard training. 

One reason for knowing how to 
draw a weapon quickly is that when 
you have the drop on the other fel- 
low, it is seldom necessary for you 
to fire. A quick draw, therefore, 
may avoid shooting and save lives. 

I should say that it is highly es- 
sential that every bank guard be 
trained in the quick drawing of his 
revolver from the holster. Inasmuch 
as there are different Kinds of hol- 
sters, special practice with the one 
used is necessary. 

There is one place that a bank 
guard should never carry a re- 
volver, and that is in the hip pocket. 
There are some officers who prefer 
to have the holster on the right side 
of the body, the gun to be drawn 
by the right hand. Because the gun 
is located near to the natural posi- 
tion of the hand, they seem to feel 
that the draw can be made more 
quickly. 

There are some disadvantages in 
this, however, one of which is that 
the arm must be placed in an un- 
natural position in getting the gun 
out of the holster, unless the hol- 
ster is carried very low on the 
body; whereas, if the holster is on 
the left side, requiring that the 
right hand reach across the body, 
the arm is used in a more natural 
position, and most men can make a 
quicker draw with the right hand 
from a holster on the left side than 
they can from a holster on the right 
side. 
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By DUNCAN WALKER 


Chief of the Protection Department 
Federal Reserve Bank of Chicago 


Of course, if a man is lefthanded, 
he would better have his holster on 
his right side, the revolver butt fac- 
ing forward. 

Many bank guards carry their 
arms in a Sam Brown belt on the 
outside of the coat. One reason for 
this is to make it clear to crooks 
that the guards are ready. Further- 
more, many banks. feel that~ the 
guard presents a neater appearance 
with this type of uniform arrange- 
ment. * 

There are some, however, who 
prefer to carry the gun in a shoulder 
holster. In this case, it is best to 
have the shoulder holster on the 
left arm. The right hand reaches 
across the body and under the coat, 
grasping the butt of the revolver 
which points forward. 

Tests have shown that just about 
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as quick a draw can be made from 
this type of holster as from an out- 
side holster. Some banks feel, also, 
that customers prefer a bank where 
no firearms are in evidence. 

Naturally, the first thing that 
must be accomplished in quick 
draw practice is a thorough knowl- 
edge of the location of the gun. By 
that, I mean that the gun must be 
drawn so often that the arm will 
reach for it instinctively in case of 
necessity. In other words, it is en- 
tirely possible by continuous prac- 
tice, to make the drawing of the 
gun automatic. 

In beginning practice, it is im- 
portant that all feeling of excite- 
ment or hurry be eliminated from 
your mind. The drawing of a gun 
should be deliberate, and at first, 
slow. After you have the feeling 
that your hand will reach the gun 
automatically, then you may bene- 
fit by working faster. 

If the gun is under the coat, it 
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Quick Draw From Belt Holster 


As the right hand reaches for the handle of the gun, the left hand 
tilts the holster forward to make the draw easier. The thumb of the 
right hand pulls back the hammer after the gun is clear of the 


holster. 


Aiming in the quick draw is quite different from target aiming. 
The right elbow rests on the hip and the gun is held as shown. 
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Gull. Gye! 
OUR EMPLOYEES HAVE TRAINING 
IN THE USE OF FIRE ARMS 


HEREARE SOME OF LAST WEEKS SCORES 
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Banks with expert marksmen are not selected for holdups 


will be necessary to leave the outer 
coat unbuttoned while on duty. 
Furthermore, the hand must get 
into the habit of striking the vest 
flat, so that the fingers may quickly 
slide under the coat lapel. Striking 
the vest in the right position must 
also become a habit, which leads to 
the suggestion that perhaps the first 
exercise in drawing the gun from 
the holster should be practice in 
striking the vest at the right point. 
‘ It probably is a good rule to avoid 
carrying any bulky object such as 
a pencil or pen in the left-hand vest 
pocket. This might have a tendency 
to interfere with the thrust of the 
hand toward the holster. 

There are six points on- quick- 
draw practice which should be 
memorized for the best results. The 
first one is the same as the first rule 
in all practice, that is, “make sure 
that the revolver is not loaded.” Of 
course, in actual service, the re- 
volver will have to be drawn loaded, 
but there is no need to take any 
chances during practice, so it is far 
better to have the revolver un- 
loaded. 

The second rule is: “Practice 
reaching for your revolver slowly 
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at first, then faster and faster.” This 
practice can be carried on any- 
where, at your leisure. You do not 
have to be on a revolver range to 
practice the draw. As a matter of 





Six Points On Quick-Draw 
Practice 


1. Make sure that the revolver 
is not loaded. 


2. Practice reaching for your 
revolver, slowly at first, then 
faster and faster. Do not think 
you can master this in a few 
hours. 


3. Practice drawing and lifting 
the gun to firing position. 

4. Next draw, cock, sight, and 
pull the trigger. 

5. Time yourself about once a 
week and keep a record of your 
speed. 

6. Practice with each hand in 
order to learn how to fire with 


either hand, should the other be 
injured. 


fact, in the beginning, it would be 
well to go through this practice 
several different times a day; when 
you first arise in the morning, dur- 
ing your noon rest period, and in 
the evening. 

After you feel that you are pro- 
ficient in reaching the revolver 
quickly, exercise No. 3 should be 
the actuai drawing of the gun and 
lifting it to a firing position. Here 
it must again be emphasized that 
any feeling of hurry or excitement 
should be avoided. The man who is 
calmest is the one who is most sure 
of hitting the mark. 

No. 4 in the routine is: “Draw, 
cock, sight, and pull the trigger.” 
In sighting and pulling the trigger, 
the rules given for hitting the 
bull’s-eye in the previous issues of 
this magazine should be followed. 

Rule No. 5 is: “Time yourself 
about once a week and keep a rec- 
ord of your speed.” This will make 
practice more interesting. 

Rule No. 6 is: “Practice with each 
hand in order to learn how to fire 
with either hand should the other 
be injured.” While some people are 
naturally left handed, most of us 
are right handed, and unless we 
train our left hand to use a gun, we 
would have a great difficulty in 
shooting with the left hand in an 
emergency. Such emergencies may 
arise. If you could shoot with only 
your right hand, you might have to 
shoot from an awkward position, 
such as around a corner, perhaps 
making it necessary to expose your 
whole body; whereas, if you could 
shoot with your left hand, you could 
probably shoot by holding your left 
hand close to the wall, exposing 
only part of your face. 

After you have become proficient 
in drawing and dry snapping, then 
practice on the range should include 
quick draw and quick fire with real 
ammunition. Let me again empha- 
size that in quick draw, as well as 
in slow fire target practice, consid- 
erable experience is necessary. Cer- 
tainly no bank guard should let a 
week go by without some rehearsal 
in the use of his weapon. Twice a 
week or even three times a week 
would not be too often. 


Because a letter signed by a bank 
officer is in reality a contract, some 
banks have considered that no 
correspondence must ever be de- 
stroyed. However, there are some 
types of letters which really have 
no future value and so may safely 
be removed from the files. A study 
of old files will reveal the types 
which may safely be destroyed. 
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Here’s The Law That Makes 


RTICLE IV, Section 52 of the 

Negotiable Instruments Act 
states the requirements for protest 
and shows the penalty. 

The penalty is not one by which 
a bank would be haled into court. 
It is the discharge of the drawer 
and endorsers on the check. In other 
words, if the check is not protested 
when it should be, the drawer would 
not be required to pay the check at 
some future time. However, this 
would not be evidence to show that 
the bill for which the check was 
given had been paid. 

Section 152 reads as follows: 
“(In What Cases Protest Necessary) 
Where a foreign bill appearing on 
its face to be such is dishonored by 
non-acceptance, it must be duly 
protested for non-acceptance, and 
where such a bill which has not 
previously been dishonored by non- 
acceptance is dishonored by non- 
payment it must be duly protested 
for non-payment. If it is not so pro- 
tested, the drawer and indorsers are 
discharged. Where a. bill does not 
appear on its face to be a foreign 
bill, protest thereof in case of dis- 
honor is unnecessary.” 

It first should be emphasized that 
the law refers only to foreign bills. 
A foreign bill is one which is made 
in one state and payable in another. 
For example, if a corporation had a 
bank account in New York but had 
its headquarters in New Jersey, and 
if its checks were dated in New Jer- 
sey, they would be foreign bills. 

It should be noted, however, while 
the law requires foreign bills to be 
protested, it allows inland bills to be 
protested. An inland bill is one 
which is drawn in the same state in 
which it is payable. Most checks, of 
course, are inland bills. 


Extra Work For Banks 


The law is very specific. Protest is required on for- 
eign bills whether the holder wants the protest or 
not. That is why the law needs to be changed. 


Section 153 specifies how a protest 
is to be made. It reads as follows: 

“(Protest: How Made) The protest 
must be annexed to the bill, or mus? 
contain a copy thereof and must be 
under the hand and seal of the no- 
tary making it, and must specify: 
1. The time and place of present- 
ment; 2. The fact that presentment 
was made and the manner thereof; 
3. The cause or reason for protesting 


| feel that the Negotiable 
Instruments Act should be 


amended in such a way that 
banks will not be required to 


protest items unless instructed 
by the depositor.—B. A. Mau, 
cashier, Union State Bank, 
West Salem, Wis. 





the bill; 4. The demand made and 
the answer given, if any, or the fact 
that the drawee or acceptor could 
not be found.” 

This is the written evidence which 
is presented to a court if a bill is not 
paid and the payee desires to bring 
suit. If he did not have this protest, 
it might be necessary to bring an 
officer or employee of the bank on 
which the check was drawn in order 
to testify that the check was dis- 
honored for non-acceptance or non- 
payment. 

Therefore, the only possible bene. 
fit that anyone derives from the use 
of a protest would be that a little 
expense might be saved. The cost 
of paying the expenses of a bank 
officer for a trip to a court in an- 
other state would be more than the 
cost of a protest. 

However, Bankers Monthly has 
not been able to learn of any cases 


in which a protest has been used in 
court for this purpose. Evidently the 
matter is always settled out of 
court. Inasmuch as 7% of dishon- 
ored items are protested under the 
law, it seems self evident that much 
more money is paid in fees by 
payees of protested checks than they 
would pay if they imported a wit- 
ness from another state. 

When it appears that it would 
cost payees far less if the law were 
amended to require the payee or 
holder to ask for protest, there 
seems little reason indeed why the 
law should be left as it is. 

There is another way which, in 
most cases, would be less expensive 
than importing a witness and that is 
to have the witness make a deposi- 
tion to be presented to the court. 
This, of course, is always done at the 
request of the payee. 

For a long time, bankers obeyed 
this law to the letter. Finally, the 
American Bankers Association stud- 
ied the situation and it was realized 
that no one was likely to go to court 
for recovery of a small amount. 
Therefore, the Association recom- 
mended to its members that no pro- 
test be made on checks below a 
certain amount. Twice, since then, 
this amount has been raised. While 
this is a recommendation of the 
American Bankers Association, it 
does not change the law. If there 
were any penalty against the bank 
for not protesting a check, it would 
seem that we would have heard of 
it by now because many checks 
which the law requires to be pro- 
tested have not been protested. As 
a matter of fact, the last increase in 
the amount recommended by the 
Association has greatly reduced the 
number of actual protests. 


Under the law, bankers are still required to protest dishonored checks. Bankers 
Monthly believes that this law should be changed so that this unnecessary work 
might be entirely eliminated. 
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Bankers Monthly believes that banks can save a tremen- 
dous amount of time for themselves if they will urge their State 
Legislative Committee to have the Negotiable Instruments Act 
Article IV changed to place the responsibility for asking for 
protest upon the holder and not upon the bank. 


The point is, however, under 
the law banks are still required to 
protest dishonored checks. Bankers 
Monthly believes that this law 
should be changed so that this un- 
necessary work might be entirely 
eliminated. Then banks might in all 
cases fully obey the Negotiable In- 
struments Act. A change in the law 
would make Section 152 appear as 
follows: 

“Where a foreign bill appearing 
on its face to be such is dishonored 
by non-acceptance, it must be duly 
protested for non-acceptance only 
if the holder thereof requests it. 
Where such a bill, which has not 
previously been dishonored by non- 
acceptance, is dishonored by non- 
payment, it must be duly protested 
for non-payment only if the holder 
thereof requests it.” 

This change would take the re- 
sponsibility from the banks, yet it 
would provide bank customers with 
all of the protection given by the 
present law. 

Section 154 reads as follows: 

“Protest may be made by 1. A 
notary public; or 2. By any respect- 
able resident of the place where the 
bill is dishonored, in the presence of 
two or more credible witnesses.” 

The word “respectable” is defined 
in Webster’s Dictionary as “worthy 
of respect.” The word “credible” is 
defined as “trustworthy.” Surely 
there are credible witnesses and re- 
spectable residents in every bank. 
However, the courts seem to have 
recognized protest only when made 
by a notary public. That is one of 
the big reasons why protest requires 
so much extra work for the bank 
which collects no fee. 

Section 155 reads as follows: 

“When a bill is protested, such 
protest must be made on the day of 


its dishonor, unless delay is excused 
as herein provided. When a bill has 
been duly noted, the protest may be 
subsequently extended as of the 
date of the noting.” 

If it were not for this require- 
ment, banks might dishonor checks 
and send them back to the holder 
leaving it to the holder to return the 
check for protest. As a matter of 
fact, this very thing has been done 
in a few cases but so far as Bankers 
Monthly has been able to find out, 
even then, the holder has never 
made use of the protest in court. 
Probably this section ought to be 
changed to read as follows: 

“When a bill is protested, such 
protest must be made, if requested 
by the holder thereof, on the day of 
its dishonor unless delay is ex- 
cused as herein provided. When a 
bill has been duly noted, the pro- 
test may be subsequently extended 
as of the date of the noting.” 

The last sentence gives some lee- 
way, but not enough. 

Section 156 reads: 

“A bill must be protested at the 
place where it is dishonored, except 
that, when a bill drawn payable at 
the place of business, or residence 
of some person other than the 
drawee, has been dishonored by 
non-acceptance, it must be protested 
for non-payment at the place where 
it is expressed to be payable, and 
no further presentment for payment 
to or demand on, the drawee is 
necessary.” 

If the demand for protest was the 
obligation of the holder, he would 
be willing to pay whatever expense 
is necessary to carry out the pro- 
vision of Section 156. As it is, this 
provision often adds expense which 
the holder is not willing to pay be- 
cause he does not want~and does 


not need and cannot use the protest, 

Section 157 reads: 

“A bill which has been protested 
for non-acceptance may be subse- 
quently protested for non-payment.” 

This provision has sometimes re- 
sulted in two protest fees. 

Section 158 reads as follows: 

“Where the acceptor has been 
adjudged a bankrupt or an insolvent 
or has made an assignment for the 
benefit of creditors; before the bill 
matures, the holder may cause the 
bill to be protested for better secur- 
ity against the drawer and indors- 
ers.” 

This section places responsibility 
on the holder and not on the bank. 
Our experience over a period of 
many years would indicate that the 
entire protest should be as this sec- 
tion is. That is, the responsibility 
should be placed on the holder. 

Section 159 reads: 

“Protest is dispensed with by any 
circumstances which would dispense 
with notice of dishonor. Delay in 
noting or protesting is excused when 
delay is caused by circumstances be- 
yond the control of the holder and 
not imputable to his default, mis- 
conduct or negligence. When the 
cause of delay ceases to operate, 
the bill must be noted or protested 
with reasonable diligence.” 

Section 160 reads: 

“When a bill is lost or destroyed 
or is wrongly detained from the 
person entitled to hold it, protest 
may be made on a copy or written 
particular thereof.” 

Bankers Monthly believes that 
banks can save a_ tremendous 
amount of time for themselves in 
the aggregate if they will urge their 
State Legislative Committee to have 
the Negotiable Instruments Act 
Article IV changed to place the re- 
sponsibility for asking for protest 
upon the holder and not upon the 
bank. 

It is necessary to amend the law 
in all states before this extra work 
will be entirely eliminated. 


An alert banker brings about 
events which will make good pub- 
licity. 


The Negotiable Instruments Act should be changed to make it unneces- 
sary for banks to have dishonored checks protested unless specifically 
requested to do so by the holder. 
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Be Cautious About Paying 


RIEFLY stated, a check which 

has been altered is still enforce- 
able and negotiable if the alteration 
is not material. A material altera- 
tion is one which changes the date, 
the amount due, the interest rate, 
the time or place of payment, the 
number or place of payment, the 
number or relation of the parties, 
the medium or currency in which 
payment is to be made, or any other 
change or addition which alters the 
effect of the instrument in any 
respect. 

Even though a check has been 
altered in a material respect, it can 
still be enforced according to its 
original tenor by a holder in due 
course who was not a party to the 
alteration. 

The most difficult problem is to 
decide whether or not the alteration 
is material. It is not unusual for 
checks to bear notations such as 
“In payment of August rent,” or 
“Payment in full to date.” 

Frequently, these notations, found 
either on the front or back of a 
check, have been crossed out or 
obliterated when the check is pre- 
sented to the drawee bank for pay- 
ment. The courts have frequently 
held that alterations such as these 
are not material alterations and do 
not destroy the validity or negoti- 
ability of the check, although some 
authorities contend that striking out 
the words “Payment in full” may, 
under certain circumstances, be a 
material alteration, as in the case 
where a check bearing such a nota- 
tion is presented in payment of a 
disputed amount. 

A much closer case is one where 
it was held that raising the amount 
of the figures in a note without 
changing the written amount is an 
immaterial alteration, since the 
written amount controls. 

Quite frequently checks are pre- 
sented to this bank for payment 
which are written on printed forms 
provided by some other bank. The 
name of the bank printed on the 
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Altered Cheeks 


The National City Bank of Cleveland, Ohio, recently published 
the following in its house organ for employees. The subject is 
an important one and this opinion might well be placed in the 
hands of all employees who pay checks. 


By J. L. GRIFFITHS 


and 


W. J. PAPENBROCK 


Of the National City Bank of 
Cleveland, Ohio 


check will be crossed out and “The 
National City Bank of Cleveland” 
will be written in. This would, of 
course, be a material alteration, un- 
less done by the maker of the check 
or with his consent. 

If the change is in the handwrit- 
ing of the maker of the check, the 
bank runs little risk in paying the 
check, but if the change is typed or 
in writing which the bank cannot 
identify as being that of the maker, 
there is some risk involved in pay- 
ing the check without consulting 
the maker. 

Checks which bear any evidence 
of alteration should be dealt with 
cautiously by the bank since, in 
most cases, they are paid at the 
bank’s risk. If the alteration is obvi- 
ously not a material alteration, the 
check may be safely paid by the 
bank without fear of liability to the 
maker or any of the other parties 
thereto, but if the alteration is mate- 





Material Alferations Of 


Negotiable Instruments 

1. One which changes the 
date. 

2. One which changes 
amount due. 

3. One which changes 
interest rate. 

4. One which changes 
time and place of payment. 

5. One which changes the 
number or relation of the parties. 

6. One which changes the 
medium or currency in which 
payment is to be made. 

7. Any other change or addi- 
tion which alters the effect of the 
instrument in any respect. 


the 


the 


the 


rial, payment should of course be 
refused. 

In case of doubt, it would be ad- 
visable for the bank to contact the 
maker of the check and follow his 
instructions in regard to payment, 
or if the maker cannot be reached, 
to return the check without pay- 
ment. 

A banker in Colorado was re- 
cently called into court in connec- 
tion with a check which the drawer 
claimed had been written and 
cashed containing the notation 
“Payment in full.” The payee 
claimed that the notation was not 
on the check when it was received 
and that the defendant still owed 
him a stated amount of money. 

The banker was called into court 
to testify that the check did contain 
the notation. This banker Recordaks 
all checks and so he had a photo- 
graphic reproduction of the check 
at the time it went through the 
bank. 

That reproduction showed that 
there was no such notation on the 
check. The drawer, according to this 
evidence, had put the notation on 
the check after the check had been 
canceled by the bank and returned 
to him. 


Police Signal Assured 

Because of the fact that, in the 
case of some holdups, it has been 
impossible for employees to send a 
signal to the police, an Ohio bank 
has constructed a room on a bal- 
cony which is enclosed in bullet- 
proof glass. A bookkeeper is kept 
at work in this room, and he has at 
hand the necessary signals, includ- 
ing the telephone, a silent signal, 
and an outdoor signal. 

He uses his judgment as to which 
one to use, but no bandit can pre- 
vent him from using one or all of 
the signals because he is not afraid 
of being shot, being protected by 
the bullet-proof glass. 
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Your father did it with 
the speed of hand 


You have done it. with 


ee ig the speed of machines 


Now RECORDAK does it for you 


with the speed of light 
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You eliminate duplication 


With other bookkeeping methods, including 
machine-paying, you have to post two sets of 
identical records on every group of accounts 
—several times a day. 


But with Recordak’s modern, photographic 
system, you have only a single record to take 
care of . . . a statement which serves as the 
bank’s ledger during the current month. And 
you post only once a day. It’s literally single 
posting! 

Because you no longer duplicate clerical 
records and work, you reduce wear and tear 
on your staff, and on your machines. 


You reduce costs 


Banks using it—and there are thousands of 
them today—will tell you that the Recordak 
Single Posting System reduces costs in three 
different ways. 








RECORDAK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 


ystems 


and its uses in banki 
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What you gain by keeping books 
with Recordak Single Posting 





It enables bookkeepers to handle a sub- 
stantial increase in accounts. 


Reduces number of machines needed. 


Makes a big saving in stationery bills. 


You get unsurpassed protection 


There is nothing quite like having impor- 
tant records stored on Recordak microfilm— 
from either the bank’s or its depositors’ point 
of view. Recordak protection means that 
your records are tamper-proof, substitution- 
proof, and alteration-proof. 


Other important advantages, too 


The complete case for the Recordak Single 
Posting System is presented in the instructive 
new book, “‘In Bank... After Bank . . . After 
Bank.” Write for it. Recordak Corporation, 
Subsidiary of Eastman Kodak Company, 350 
Madison Avenue, New York 17, N. Y. 
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FREE—just mail coupon 


RECORDAK CORPORATION 
350 Madison Avenue, New York 17, N. Y. 


Please send me the complete story on Recordak, 
“In Bank ... After Bank . . . After Bank.”’ 


Name 
Bank 


Street. 
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Here are subjects with which everyone in a bank should 
be familiar. If you know all the answers, you'll be 
pleased that you answered them. If you fail on some, 
you'll benefit by improving your knowledge on these points. 


1 Which of the following should be done by paying 
and receiving tellers? 
a. Test-check cash upon opening up each morning; b. Verify cash 
listed on deposit tickets immediately; ¢. Stamp all rolled silver 
and currency packages; d. Leave key in cage door so that other 
tellers may come in at will; e. Refer questionable transactions to 
an officer. 
Which of the following unpaid items classify as 
receivables? 
a. Statement for newspaper advertising; b. Accrued interest on 
municipal bonds. 
Should the entrance to the safe deposit vault be 
left open so that anyone can enter it from the 
lobby? 
a. Yes, no one can get into a box without the proper key; b. The 
gate should always be kept locked, and no one admitted unless 
he is known to the person admitting him; ¢. It doesn’t matter 
one way or the other. 
Which of the following are federal governmental 
agencies: 
a. Association of Reserve City Bankers; b. Robert Morris Asso- 
ciates; ¢. The R. F. C. Mortgage Company; d. Morris Plan Bank- 
ers Association? 
Which of the following are negotiable? 
a. Chattel mortgage; b. Check reading “Pay John Brown”; ¢. Cus- 
tomer’s bearer bonds in safe keeping. 
6 State the smallest number of depressions with 
one hand, necessary to list the following numbers 
for addition on a Burroughs Adding Machine, not in- 
cluding the motor bar? $11.33, $3.44, $5.55, $2.34, 
$4.45. 
a. Five; b. Six; ¢. Ten; d. Fifteen; e. Twelve. 
There are 15 states in which state banks may lend 
any amount of money to one borrower if the loan 
is collateralized by which of the following? 
a. Listed stocks; b. Real Estate Mortgage; ¢. Field warehouse 
receipts on readily salable goods in a field warehouse; d. Life 
Insurance policy. 
8 | Which of the following dates are bank holidays 
in all states? 
a. First Monday of September; b. September 12; ¢. September 15; 
d. September 22. 
Which agency apprehends counterfeiters of U. S. 
postage stamps? 
a. U. S. Marshals; b. F. B. I; ¢. U. S. Secret Service; d. Department 
of Justice. 
In what Federal Reserve District is Richmond, 
Virginia? 
a. 5; b. 4; ¢. 3; d. 2; e. 1. 
In which of the following cities is there a branch 
of one of the 12 federal reserve banks? 
a. Springfield, Illinois; b. Nashville, Tennessee; ¢. Milwaukee, 
Wisconsin. 


What proportion of the board of directors of a 
national bank must live in the community where 
the bank is located? 


a. The law does not state; b. At least three-fourths; ¢. All of 
them; d. Ten; e. Five. 


Which two of these amounts can be paid with three 
pieces of currency—each piece a different value? 
a. $175; b. $166; ¢. $16; d. $111. 
The portrait of which of the following men ap- 
pears on U. S. Currency? 
a. Carnegie; b. Grant; ¢. Ford; d. Longfellow. 
How many silver dollars in six rolls? 
a. 80; b. 120; ¢. 160; d. 180. 
Which of these amounts can be paid with five 
coins—all different? 
a. $1.66; b. $1.51; ¢. $1.60. 
If you were working in a bank in Dallas, Texas 
and were asked to sort from a batch of checks all 
those in your federal reserve district, you would select 
transit numbers with which of the following prefixes? 
There are prefix numbers in addition to these, but only 
one of these numbers applies. 
a. 88; b. 665; ¢. 555; d. 431; e. 789. 
iE] If you were a teller and the cashier asked you to 
give him a total of your cash items, which two of 
the following would you include 
a. Drafts taken for collection; b. Time drafts drawn on good cus- 


tomers on which immediate credit has been given; ¢. Post Office 
money orders; d. Acceptances taken for collection. 


There are eight State Bankers Associations which 
may be abbreviated M. B. A. Name them. 

If you received a returned check in the in-clear- 
ings with the notation “Sig. Unk.”, what would 

you understand this to mean? 
a. Security acknowledged; b. Signature unreadable; ¢. Signature 


unknown; d. Signature unnecessary. 
(Answers on page 44) 


Circle the letter indicating the answer you believe 
is correct. Grade yourself as follows: 
18, 19 or 20 Very Superior 
15, 16 or 17 Superior 
12, 13 or 14 Good 
8, 9,10 or 11 Average 
5,6 or 7 Poor 
2,3 or 4 Very Poor 

We shall be glad to receive comments on this list 
of questions and suggestions for future questions. 
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Since its founding in 1803, The Philadelphia 
National Bank has seen the Nation grow to 
economic supremacy . . . expanding westward 


across rivers, mountains and wide plains. 


As new industrial centers developed behind 
the tide of the steadily advancing frontier, the 
smaller, newly established banks naturally 
looked to the East for assistance in financing 
the loans which helped build the factories and 
productive farms of the strong America we 


know today. 


COOPERATION IN THE GROWTH OF AMERICA 


The Philadelphia National is proud to have 
played a leading role in this development— 
for not a few of these banks turned to it for 


experienced and dependable cooperation. 


Today, the total number of Philadelphia 
National’s correspondent banks exceeds a 
thousand— many of these relationships dating 
back to pioneer days. This same quality 
cooperation is available to you. We shall be 
pleased to discuss with you in detail the 


benefits of forming such a relationship. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 


PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Recapitulation Of 254 Ideas Published 
Since July, 1945 


Here are republished the 254 ideas for the use of directors, manage- 
ment committees, cashiers, department managers and others who 
are looking for tested plans to reduce cost and increase income. 


Bookkeeping 


Sight-Paying—Yes Or No? Many 
Say ‘*No’’ 


On page 499, November, 1945 issue 


THE PAYING METHODS OF 
13 BANKS 


1. Posters pay items; tellers review 
signatures before checks are cancelled. 

2. Account signatures are on original 
ledger sheets; bookkeepers pay according 
to these signatures. 

3. Dishonored items are returned the 
following day, so sight-paying is useless. 

4, Bookkeepers discover irregularities 
when sorting to accounts. 

5. Only signatures about which book- 
keepers are in doubt are referred to sig- 
nature payers; morning mail and clear- 
ings are sight-paid. 

6. Only checks with out-of-town en- 
dorsements are sight-paid 

7. Sight-paying is used instead of 
switch posting (dual posting). 

8. The sight-payer sorts to accounts. 

9. Bank stamps are inspected but in- 
dorsements are ignored; 15 or 20 checks 
are returned each month for missing in- 
dorsements. 

10. Posters do the paying; then another 
employee checks the posting. 

11. Sight-paying is made necessary by 
the clearing house rule requiring dishon- 
ored items be returned by 2 o’clock the 
day received. Checks taken in over the 
counter are not sight-paid. 

12. Elimination of sight-paying has 
saved much time. 

13. Clearings are sight-paid but counter 
work is not. 


Buildings 


Four Benefits Of A Saw-Toothed 
Arrangement Of Cages 


On page 574, December, 1945 issue 
THE FOUR BENEFITS 


1. Each teller has more work space. 

2. The depositor has more privacy in 
his money transactions. 

3. There is more work space behind the 
cages. 

4. It makes a narrow room appear 
wider. 
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Correspondent Banking 


Aid To Correspondents On Field 
Warehouse Loans 


On page 354, August, 1945 issue 


HOW FIELD WAREHOUSE LOANS 
ARE HANDLED 


1. The commodity (anything from ap- 
ples to zine ore) is placed in the custody 
of a financially responsible field ware- 
house company. 

2. The field warehouse company issues 
warehouse receipts to the bank, which 
guarantee delivery of merchandise and 
that no one will be allowed to have access 
to it except upon a release signed by the 
bank. 

3. If a loan proves to be unsatisfactory 
and the bank decides to sell the com- 
modity, a city correspondent can very 
often assist in the disposition of the 
goods, since, in most cases, a wider cash 
market is available for most products. 


FIVE REASONS WHY CITY BANKS 
CAN HELP CORRESPONDENTS 
WITH COMMODITY LOANS 


1. A large metropolitan bank naturally 
enjoys a more substantial loan volume, 
and therefore can designate officers as 
specialists in various types of loans, 
where the smaller bank’s officers must 
handle all types. 

2. Due to this larger loan volume, the 
city bank loan officer would naturally 
have a broader experience in the han- 
dling of specialized types of loans. 

3. Officers of city banks are always 
eager to help their correspondents, and 
will assist in the setting up of field ware- 
house arrangements. 

4. Being in more intimate touch with 
markets, they can advise the country 
banker as to the trends and values. 

5. This assistance can make field ware- 
house loans more profitable, and can add 
to their safety even though the corre- 
spondent bank has had no previous ex- 
perience with commodity collateral. 


Credits 


A Loan Guarantee Protects All Open 
Line Credits 


On page 391, September, 1945 issue 


THE GUARANTEE FORM PROTECTS 
THE BANK IN FIVE WAYS 


1, The bank does not have to wait for 
the settlement of an estate to collect a 
note. It collects from the survivor. 

2. It is assured that both husband and 
wife feel responsible (and are legally re- 
sponsible) for the payment of personal 
loans. 

3. Renewals may be made by the wife 
when the husband is away from home. 
Her signature is sufficient. The guarantee 
holds the husband as responsible as if his 
name were on the note. 

4. Corporation loans are as good as 
partnership loans because each director 
guarantees each loan completely. 

5. Financial statements are not the sole 
protection and the guarantee demon- 
strates harmony in the board and shows 
that each director has confidence in the 
management. 


Exchange Charges 


Exchange-Charging Banks Make Trouble 
For Other Banks 


On page 398, September, 1945 issue 


ELEVEN REASONS WHY EXCHANGE 
CHARGES SHOULD BE 
ELIMINATED 


1. It costs much more to handle ex- 
change charge slips on non-par checks 
than it does to clear the checks. 

2. Non-par checks are ‘‘compromise 
settlements which are irritating to busi- 
nessmen customers of banks. 

3. The charging of exchange does not 
create confidence in banks. 

4. Absorption is equivalent to the 
illegal practice of paying interest on de- 
mand deposits. 

5. If par banks everywhere can operate 
at a profit, non-par banks can also operate 
without exchange. 

6. Par banks lose in money and labor 
by handling non-par checks. 

7. The investment of balances would 
yield more than exchange income. 

8. The depositor employs his bank to 
transfer funds and he should pay the 
cost. 

9. It makes trouble for other banks to 
handle non-par checks. 

10. Banks which find exchange charge 
revenue essential are poor risks and 
potential failures. 
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11. Banks do net close when exchange 
is outlawed. 


Loans 


Simple Interest Doubled Consumer 
Credit Loans 


On page 318, July, 1945 issue 


OUTLINE OF THE PLAN AND ITS 
RESULTS 


1. The bank announced that it would 
make loans at the rate of 1% per month, 
computed on decreasing balances. 

2. It announced that there would be 
no other charges. 

3. Within twelve months, the volume 
of personal loans in the bank was 
doubled. This was during a time when 
total volume of such loans was decreas- 
ing in other agencies. 

4. Many of these new _ borrowers 
availed themselves of other bank serv- 
ices. 

5. In many instances, these new bor 
rowers sent other customers to the bank. 

6. Officers and employees are enthu- 
siastie about the new plan because they 
see its many benefits. 

7. An unexpected benefit was the ap- 
proval and good will of the officials of 
large industries, the officers of which 
informed their employees of this service. 
In many cases, these corporations, 
which had not been customers of the 
bank before, opened accounts with The 
First National. 


We Get Loans From Small Business 


On page 347, August, 1945 issue 


EIGHT TYPES OF LOANS TO SMALL 
BUSINESS 


1. Term loans are made for capital pur- 
poses to individuals, partnerships, and 
corporations. ; 

2. Short term commercial loans are 
made to any business with a credit 
rating. 

3. FHA loans are made for new store 
fronts, fixtures, alterations, and repairs. 

4. Commodity and warehouse loans are 
based on goods in storage. 

5. Accounts receivable are used as col- 
lateral for loans to jobbers, manufac 
turers, and wholesalers. 

6. Civilian aireraft financing is pro 
vided for dealers and distributors. 

7. Complete dealer financing includes 
loans on goods on the dealer’s floor such 
as automobiles, farm equipment, home 
appliances, and furniture. 

8. A special plan has been developed 
for veterans who wish to establish a busi 
ness, 


HOW LOAN OFFICERS ‘‘ DISCOVER "’ 
NEW LOANS 


1. Bank officers take an active part in 
all loeal organizations—many serve as 
officers of Chambers of Commerce, Serv 
ice Clubs, Red Cross, and other public 
service groups. 

2. They offer advice and encourage 
ment to local businessmen for, the best 
interests of the bank lie in the prosperity 
of the customers and the community. 
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Endorses or cancels. 


Permits selective placement of endorsement 
to prevent obliteration of prior endorsements. 


Has variable speed control. 
May be used with adding or posting machines. 


May be used in combination with check micro- 
filming machines. 


ERE is the only check endorsing machine that has every- 
H thing—selective placement of endorsements, variable 
speed control and flexibility. It is so designed that it may be 
used for straight endorsing, in conjunction with listing or 
posting operations or in combination with check microfilming. 


It will endorse or cancel from 165 to 225 checks per minute. 
Yet its printing is always clear and uniform and checks are 
stacked in their original sequence. All operating units are 
quickly and easily interchangeable. 


The extreme versatility of the Endorsograph adapts it to all 
check-handling operations. It’s the logical check endorsing 
machine for any office handling quantities of checks. Call your 
CC specialist for a demonstration. 


SEND FOR FREE FOLDER. Gives detailed information concerning 
the many exclusive features of the Endorsograph and its applica- 
tion to all check-handling operations. Write Department BM-16 


ALSO MAKERS OF METERED MAIL 


‘OMMERCIAL 
B\ONTROLS 


CORPORATION 


SYSTEMS AND MAILROOM EQUIPMENT 


ENDORSOGRAPH DIVISION 


Rochester 2, New York 
Branches and Agencies in Principal Cities 















3. They do everything possible to de- 
velop the community and the whole state. 

4. The philosophy is that the way to 
anticipate the needs of small business is 
to understand sma]! business. 


Make Auto Loans Through Dealers 
Says This Experienced Dealer 


On page 451, October, 1945 issue 


WHY DEALER PARTICIPATION 
IS AN ASSET 


1. The experience and judgment of 
automobile dealers in appraising car 
values relieves the bank of this respon- 
sibility. 

2. Complete financing facilities at the 
time of the sale provide a psychological 
stimulus to increased sales volume. 

3. Automobile customers are accus- 
tomed to the convenience of handiing all 
matters of the transaction at the dealer- 
ship. 


Fifty Billion Dollars Is The Target For 
Bank Financing Of Customers 


On page 541, December, 1945 issue 


BANKING’S CURRENT 
OPPORTUNITY 


1. The agency of the local bank in 
facilitating a greater family living stand- 
ard is a positive and self-evident con- 
tribution to the industry, spirit, and 
moral tone of its community whose 
strength and nature cannot reasonably 
longer be ignored. 

2. The advancement of materialism, so 
far as that relates to the possession and 
enjoyment of such fundamental things as 
home, communications, transportation, 
labor-saving devices, and comforts that 
provoke greater sanitation, better food 
preservation, or more comfortable living 
atmospheres—the advancement of mate- 
rialism, I dare say, is the most significant 
of all sociological necessities. 

3. The finest collateral, from the stand- 
point of exciting new momentums of 
progress, is not savings from labor that 
has been performed but rather the signa- 
tured promise and pledge of labor that is 
about to be accomplished. 

4. All wealth is labor—past and pres- 
ent. But so is future labor even more 
certainly to be considered wealth, for 
without it, all existing wealth will stag- 
nate. It is of greatest practical concern 
to encourage that widespread habit 
among all the people of being able to 
capitalize tomorrow’s labor hour. 

5. We should be able to turn next 
week’s, next month’s, and next year’s 
labor to our present advantage. We 
should be able to capitalize our comforts 
now, paying for them with the promise 
and pledge of tomorrow’s earning power. 


New Business 


Investigation Of New Depositors 
Avoids Check Frauds 


On page 396, September, 1945 issue 


HOW TO INVESTIGATE A 
NEW DEPOSITOR 


1, Establish applicant’s true identity. 
2. Request letter of recommendation. 


30 


3. Check previous banking connection. 

4. Contact creditors for paying habits 
and get a credit report. 

5. Verify mail address as to accuracy 
and permanency. 

6. Do not issue checkbook until the 
record is completely assembled. 


Operation 


Confusion And Delays Avoided In 
Handling Joint Accounts 


On page 351, July, 1945 issue 


TWELVE WAYS IN WHICH BANKS 
HANDLE JOINT ACCOUNTS 


1. Four banks require all partnership 
accounts to be signed with the account 
name, and underneath that, the word 
‘*By’’ followed by the signature of 
either partner. (This, undoubtedly, is the 
ideal plan.) 

2. Eleven banks report that they in- 
sert a dummy ledger sheet for one of the 
partners, referring the poster to the name 
under which the active sheet is kept. 

3. Five banks urge joint accounts to 
use imprinted checks in which the name 
of the account is printed above the sig- 
nature line and the signature line is pre- 
ceded by the word ‘‘By.’’ Thus, the sort- 
ers look at only the printed name and 
pay no attention to which person signed 
the check. 

4. A cross index of file cards is used to 
find the correct account name when the 
ledger sheet is not found under the name 
of the signer. This method is used by 
banks in Michigan, Maine and Washing- 
ton. 

5. One bank reports that it searches 
through the signature cards until it finds 
the correct account name if it does not 
find an account name like the signature 
on the check. 

6. One New York bank reports that 
it will not accept a husband and wife 
account with the wife signing: ‘‘ Mrs. 
John Smith.’’ 

7. Five banks report that they return 
checks as dishonored items if they do 
not quickly find the ledger sheet. This 
happens largely in husband and wife 
accounts in which the wife signs her 
name other than the signature on the sig- 
nature ecard. 

8. Seven banks report that they have 
all husband and wife accounts labeled 
‘*Mr. and Mrs.’’ and in parenthesis after 
‘“Mrs.’’ they insert the maiden name of 
the wife so that ehecks signed with her 
maiden name may be referred to the 
right account. 

9. Six banks in New York, California, 
Colorado, Maine and Washington, D. C. 
require the wife to use her given name 
only. 

10. One bank in Wisconsin states that 
it requires all married women to use their 
legal signatures, which, this bank says, 
are the given names of the women. How- 
ever, any name given a bank for an ac- 
count on a signature card is a legal name. 

11. Banks in Tennessee, West Virginia, 
and Georgia report that they always in- 
sist on husband and wife aceounts being 
signed ‘‘Mr. John Doe’’ or Mrs. John 








Doe.’’ They urge the wife to not use 
her maiden name. 

12. Banks in Pennsylvania, Texas, 
Washington, Tennessee and Wisconsin 
report that they spend as much time as 
necessary training the wife to sign her 
name as ‘‘Mrs.’’ rather than using her 
maiden name. The important part of this 
plan, however, is the training. Some 
banks may use this wife-training plan 
but urge her to use her given name. 


Tax Funds Provided By Accrual Systems 


On page 504, November, 1945 issue 


TAX ARRANGEMENTS IN ANOTHER 
BANK 


1. Income is predetermined on the basis 
of current investment holdings. 

2. Taxable, non-taxable, and partially 
taxable sources of income are segregated 
into their proper categories. 

3. An average of the outstanding loan 
income for the prior year is used to com- 
pute the probable loan income. 

4. Income from other sources, including 
trust commissions, is averaged and used 
as a basis for assessing reserve funds. 

5. An inerease of 10% on operating 
expenses is allowed because of the rising 
costs occasioned in the past few years. 

6. The total tax is computed from the 
above figures and one-twelfth is accrued 
each month. 

7. Unusual items of income due to re- 
ecoveries and so forth are considered as 
they oceur with adequate adjustments of 
the tax reserves. 


HOW ONE TAX RESERVE OPERATES 


1. Tax reserves are accrued on a daily 
basis. 

2. Initial estimates of federal capital 
stock tax are made at the beginning of 
each vear and amended during the year, 
if the income during the current year 
changes materially. 

3. Old age security taxes and unem- 
ployment compensation taxes are based 
on the amount of tax paid during the 
preceding year in order to maintain a 
constant figure over the 12-month period. 
Adjustments are made at the end of the 
year. 

4. Since it is difficult to make an accu 
rate estimate of the federal income tax, 
there is no daily acerual made for this 
item. An estimate is made at the begin- 
ning and end of the year and a lump 
sum transferred from ‘‘ Undivided Prof 
its’’ to ‘‘ Reserve For Taxes.’’ 


Protective 
On page 393, September, 1945 issue 


Guns Are Dangerous But— 
There’s A Way To Handle Them Safely 


It isn’t wise to ‘‘shoot it out’’ with 
bandits. However, that won’t be neces 
sary if you make it known that your 
employees know how to use the guns 
with which they are supplied. If they 
have guns, they should be taught how to 
handle them safely. 

1, Execute ‘‘unload’’ every time the 
revolver is picked up for any purpose 
and count the eartridges to make sure 
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NO. 1 IN A SERIES OF FARM COMMUNITY BUILDER SERIES 


TIMMONS BROTHERS ARE TOP-FLIGHT 


i Vinitela Mm oXelinels 
Purina Dealers 


Gerould and Jack Timmons, co-owners 


Back in 1925 when A. J. Timmons entered the feed business it was his 
idea that the organization must be of service in building the community. 
Because the broiler business seemed to be a “natural” for that area, A. J. 
did everything he could think of to foster it for miles around. Today 
broilers are big business in the community. 


Now that his sons, Jack and Gerould, are running the business, 
they’re putting in the same amount of drive and imagination. While one 
looks after purchasing and management, the other takes part in civic 
affairs and is on the board of directors of the bank. 


Cornerstone of the Timmons business is Purina Chows (they’ve 
sold more than a million dollars worth), but in addition, they sell other 
related lines to round out their service and profit picture. Through the 
years they have used the Purina formula — quality merchandise, helpful 
service, effective advertising and merchandising plans —to become 
successful businessmen and community builders. 


PURINA MILLS . &: 
Headquarters 7 St. Louis 2, Mo. we -— Pp 
{ » 


Fast. : — 
growing broilers— ie hens 
in this oreg g UsINess 


THE PURINA DEALER IS A GOOD MAN 
FOR THE RURAL BANKER TO KNOW 


There are many more Purina Dealers whose services Cc oO M M U N iT Y B U | L D 
to their agricultural communities rank high... and ER Ss 
they're good men for rural bankers to know. The 

Purina Dealer and his organization contact farmers 

day in and day out... know their plans, problems and 

needs. While visiting with farmers, many of them are 

saying a good word for their local banks. Does your 

local Purina Dealer know the services that your bank 

offers to local farmers. so that he can recommend them? 

Maybe he’s trying to do this now, when he thinks of it 

— but why not give him your story and ask him for 

his active and planned cooperation? Working together 

... Banker and Dealer... you can build your agri- 

cultural community. 


« 
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Among the classier check manipulators 
now in practice, a very smooth racket 
seems to be growing rapidly. 

* * * 

No forgery is involved that can be spotted 
before the operator has ample time to dis- 
appear with his loot. 


one of its own customers! 





For details of this game we are indebt- 
ed to the National Better Business Bu- 


The bank actually | 
loses money because it honors the checks of | 


reau. Here’s the way it goes. Please watch | 
closely. The hand is quicker than the eye. | 


* * * 


On January 23 (for instance) John | 


Smith opens a checking account by depos- 

iting $125 in cash. On February 5 he 

withdraws $100, leaving a balance of $25. 
* * * 

February 13 he deposits $275 in cash 
and adds $150 two days later, withdraw- 
ing $200 at the same time. Balance $250. 
All perfectly legitimate so far. And Mr. 
Smith has become known at his bank as 


a customer with a fairly active account. | 


* * * 

Then on February 26 he deposits a check 
for $500 and $50 in cash. The check is 
drawn in his favor on an out-of-town bank 
and signed Thomas Brown. Smith’s bal- 
ance is now $800. 





Next day he goes to the Number 1 tell- 
er in the bank and presents his check for 
$300, which is cashed without question. 
Then he goes to Number 3 teller and 
cashes another personal check for $300. 


Still apparently all open and aboveboard. | 


He’s withdrawn $600, leaving a nominal 
balance of $200. 


* * * 


But the check jor $500 signed Thomas | 


Brown is a forgery. By the time it comes 
back to Smith’s bank, that gentleman is on 
his way with $300 of the bank’s money. 

* * * 

He has been operating the same put- 
and-take in three other banks in the town 
at the same time. So he nets around 
$1000 for his month’s work. 

* * * 

Although we can’t suggest any sure-fire 

safeguard, probably the best precaution 





against this ingenious racket is to use ex- | 


treme care in verifying the credentials of 
every stranger who wishes to open a check- 
ing account. 

* * 

Another way to discourage rackets al- 
most as insidious is to give your customers’ 
checks the protective features of Hammer- 
mill Safety Paper. A note on your bank let- 
terhead will bring sampies. There's no ob- 
ligation, and no salesman will call. Address 
Hammermill Paper Company, 1505 East Lake 
Road, Erie, Pennsylvania. 
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that none are left in the cylinder. Never 
trust your memory. Consider every gun 
as loaded until proved otherwise. 

2. Always unload the gun if it is to 
be left where someone else may handle it. 

3. Always point the revolver up when 
snapping it after examination. 

4. Never place the finger within the 
trigger guard until you intend to fire the 
weapon or snap it for practice. 

5. Never point the revolver at anyone 
you do not intend to shoot, nor in a diree- 
tion where an accidental discharge may 
do harm. On the range, do not snap for 
practice while standing back of the firing 
line. 

6. Before loading the revolver, throw 
out the cylinder and look through the 
bore to see that it is free from obstruc- 
tion. 

7. Never turn around at the firing 
point while you hold a loaded weapon in 
your hand. 

8. On the range, do not load the re- 
volver until immediate use is anticipated. 

9. When on firing line, to remove a 
cartridge not fired, first notify the officer 
in charge at the range, and then extract 
the cartridge from the chamber by throw- 
ing the cylinder out. Never do so, how- 
ever, until you have received permission 
from the officer in charge. 

10. When drawing a loaded revolver 
carried in the holster, the butt should be 
rotated away from the body when the 
revolver is drawn in order to avoid shoot- 
ing oneself by an accidental discharge of 
the gun. 


How To Hit The Bull’s-Eye 
How To Held The Revolver And How To 
Pull The Trigger 
On page 458, October, 1945 issue 


FIX THESE SEVEN POINTS 
IN YOUR MIND 


1. There is no such person as a ‘‘ born 
shooter’’; the best shots are good only 
because they practice continually. 

2. The revolver should be held firmly 
but with almost relaxed muscles. 

3. The more tightly you squeeze the 
gun, the more sure it is to wobble; and 
the more it wobbles, the less vou hit. 

4. To shoot well, it is necessary to 
stand firmly on both feet, holding the 
body just as nearly erect as possible. 


5. The body should be about half 
turned to the left. 
6. Feet should be in a comfortable 


position about 12 or 18 inches apart. 

7. The pull of the index finger ofi the 
trigger must be even, steady, and slow, 
so that you do not know when to expect 
the discharge. 


How To Pass On Checks Presented By 
Strangers 


On page 447, October, 1945 issue 


Some of the most commonly accepted 
means of identification are listed here, 
but it should be kept in mind that any 
one or more of these should be used in 
conjunction with other identification; 
also that any of these papers or docu- 
ments might be fraudulent: 

State Automobile License cards which 


bear specimen signature of car owner, 

Cancelled checks, 

Recorded deeds, 
tracts. 

Employee’s pass issued by a corpor- 
ation. 

Lodge cards bearing specimen signa- 
tures. 

Passports. 

Letters of Credit. 

Travelers’ cheques are not good for 
this purpose as anyone can purchase 
them for cash without identification. 

Telephone identification is good to a 
limited extent, if the name and tele- 
phone number are verified by refer- 
ence to the telephone directory and 
provided the person being contacted 
speaks to the one being identified 
and definitely states that he recog- 
nizes the voice and knows the person 
being identified. Always bear in mind 
that a telephone conversation may 
be difficult or impossible to prove at 
a later date. 

Insurance policies, when photostatic 
copy of the signature of the insured 
is on the copy of application attached 
to the policy. 

United States Army (or other branches 
of service) discharge papers on which 
the signature appears. 

Initialed jewelry, citizenship papers, 
union cards, or any papers bearing 
the signature of the payee. 


mortgages, or con- 


Correct Practice Methods Develop 
Good Marksmanship 


On page 562, December, 1945 issue 


AN EIGHT-POINT ROUTINE FOR 
RAPID-FIRE PRACTICE 


1. Make sure that the revolver is not 
loaded. 

2. Relax your muscles as you grasp the 
stock. 

3. Half face to the left, standing erect. 

4. Place the feet 12 to 13 inches apart. 

5. Raise the revolver, arm fully ex- 
tended, muscles relaxed; cock with the 
thumb; align the sights on the bottom 
edge of the bull’s-eye. 

6. Press the trigger steadily while the 
sights are properly aligned. 

7. Lower the revolver and rest. 

8. This same routine should be fol- 
lowed with the double-action method— 
that is, instead of cocking the revolver 
with the thumb, pull the trigger until the 
hammer falls. 


A SEVEN-POINT ROUTINE FOR 
AIMING PRACTICE 


1. Make sure that the revolver is not 
loaded. 

2. Relax your muscles as you grasp the 
stock. 

3. Half face to the left, standing erect. 

4. Place the feet 12 to 18 inches apart. 

5. Raise the revolver and cock it, arm 
fully extended, muscles relaxed; align 
the sights on the bottom edge of the 
bull’s-eve. 

6. Hold the breath while aiming. 

7. After 5 to 10 seconds of aiming, 
rest for a few minutes and then repeat 
the exercise. 
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A landmark of the Sunflower 
State, the home of the Fourth 
National Bank in Wichita. 


Another leading bank using Hammermill Safety 


The Fourth National Bank in Wichita was founded more than half a century 
ago in another troubled era of the Nation's history. As the largest bank in 
Kansas, it directed the financing of most World Var II contracts in its area. Today 


it plans to stress Consumer Loans as a measure to ease postwar readjustments. 


We are proud that checks of this progressive institution are on Hammermill 


Safety, as illustrated by the sample check shown below. 


a EEE => ee 


~ ~ => SS 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA FOUNDED 1898 \e 
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Refund is 


7 “Look, I’m in a jam. I’ve just 
@ lost $10 in cash and $200 
in American Express Travelers 
Cheques. I’ve told the police but 
what can I do about those 
cheques?” 


3 “Of course they'll take care 
@ of it. Just give them the de- 
tails—and if you wrote down the 
serial numbers of the missing 
cheques on the record form, give 
those, too.” 


i SAFETY FEATURES of 


“Don’t worry, Mr. Bald- 


2. win. American Express will 


refund the full amount of the lost 
cheques. Just report your loss to 


their nearest office or their home 
office in New York.” 


4 (Later) “You're getting 
@ your refund quicker, sir, 
because you kept a record of those 
serial numbers. Remember that 
when you buy more American 
Express Travelers Cheques.” 


American Express Travelers 
Cheques are continually winning friends for the banks that 


sell these cheques. For further information or advertising 
material, write W. H. Stetser, Vice President, American 
Express Co., 65 Broadway, New York 6, N. Y. 


AMERICAN EXPRESS 


Travelers Cheques 


SLOW-FIRE PRACTICE 


1. Make sure that the revolver is not 
loaded. 

2. Relax your muscles as you grasp the 
stock. 

3. Half face to the left, standing erect. 

4. Place the feet 12 to 18 inches apart. 

5. Raise the revolver and cock it, arm 
fully extended, muscles relaxed; align 
the sights on the bottom edge of the 
bull’s-eye. 

6. Press the trigger steadily while the 
sights are properly aligned on the bottom 
edge of the bull’s-eye. 

7. After the hammer falls, continue 
sighting for a second or two to see if 
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your sight was deranged by the snap. 
8. Lower the revolver and rest, but be 
sure the hammer is down. 


Protest Law 
Of Return Items Protested—And 
Nobody Is Benefited 
On page 443, October, 1945 issue 


BANKS SHOULD NOT BE REQUIRED 
TO PROTEST CHECKS UNLESS 
THE HOLDER REQUESTS A 
PROTEST BECAUSE— 


7% 


1. Customers are always irritated when 
they are forced to pay for a protest they 
did not order and do not want. 

2. Not one protest in 50,000 is ever used 
in court. 


3. The records indicate that customers 
would not ask for more than one in a 
million checks to be protested. 

4. Protest is a nuisance to the bank 
dishonoring the item and to the payee’s 
bank which must collect the fee. 

5. Protest usually delays notice of dis- 
honor at least one day. 

6. A protested check causes extra work 
for at least two banks. Neither one is 
paid for the work and one has an irri- 
tated customer who derives no benefit 
from the protest, and does not want to 
pay a protest fee. 


The Law Should Be Changed 
On page 524, November, 1945 issue 


CHECKS THAT NEED NOT BE 
PROTESTED 


1. Those drawn and payable in the 
same state. (Inland bills). 
2. Those improperly endorsed. 
3. Those not endorsed. 
4. Signature missing or incorrect. 
5. Post dated. 
3. Uncollected funds. 
7. Title of account missing. 
8. Voucher (not a check). 


THE LAW ALLOWS PROTEST ONLY 
ON CHECKS 


1. Returned for non-acceptance (stop 
payment, account closed, account gar- 
nisheed, depositor deceased). 

2. Returned for non-payment (N.S.F., 
no account). 


Safe Deposit 
Liability Assumed When Safe Deposit 
Boxes Are Rented 


This article describes the relationship 
between the renter and the safe deposit 
company and indicates the degree of 
potential liability inherent in this phase 
of bank operation. Other articles to fol- 
low will recommend operational rules, 
access practices, and special practices in 
the event of contingencies. 

On page 412, September, 1945 issue 


THE LEGAL RELATIONSHIP 
BETWEEN RENTERS AND SAFE 
DEPOSIT OWNERS 


1. Some court decisions hold the rela- 
tionship between a renter and a safe 
deposit operator to be that of lessor and 
and lessee—which places the landlord 
under no obligation to his tenant with re- 
gard to the property leased. 

2. Other legal opinions hold the rela 
tionship to be that of bailor and bailee. 
Bailment has been defined as the deliv 
ery of goods in trust and the bailor is 
considered fully responsible to the bailee 
for the value of the goods. 

3. Types of Bailment: 

a. Bailment for the sole benefit of the 

bailor 

b. Bailment for the sole benefit of the 

bailee 

ce. Bailment for 

parties 

4, Where the benefit is for the sole 
benefit of the bailor the liability is very 
light. If the benefit is for the sole benefit 
of the bailee the liability is very high. 
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However, if the benefit is mutual, you are 
required to use ordinary care—that which 
eg reasonably prudent man would use in 
protecting his own property. 


These Rules Reduce Safe Deposit Dangers 
On page 468, October, 1945 issue 


GENERAL RULES FOR SAFE 
DEPOSIT OPERATION 


1. Customers must not be left alone 
in the vault. 

2. Boxes should not be opened nor 
papers examined in the vault, but only in 
the rooms provided for such purposes. 

3. Always lock and unlock safe de- 
posit boxes in the presence of the cus- 
tomer. When carrying boxes to and from 
the coupon room, keep the box con- 
stantly in view of the customer. This 
avoids a claim that you extracted a part 
of the contents. 

1. Do not permit the customer to leave 
his key in the lock when he goes to the 
eoupon booth. 

5. The customer should insert his own 
key in the lock. 

6. Do not stand near a customer oper- 
ating a combination lock. 

7. Do not permit a customer to leave 
his box in the coupon room when he 
leaves the room for any reason. 

8. After giving access, be sure the box 
is locked before the customer leaves the 
vault. It may be locked open if you wish. 

9. Access slips should be signed by 
persons claiming right of access to a box 
and should be checked with signature 
records and stamped with the date and 
time of entry. The facts which should 
appear on the slip are the box number, 
the initials of the attendant checking the 
right of access, and the name of the per 
son who released the lock. The number of 
the coupon room used by the renter 
should also be recorded. The coupon room 
should be examined immediately after 
each oceupaney and the initials of the 
examiner should be part of the informa- 
tion on the slip. 

10. Articles found in coupon rooms or 
within the vault should be turned over to 
the person in charge at once and a record 
of the finding should be filed. Written 
receipts should be required when delivery 
is made. 

ll. If a renter removes a box from the 
premises, he should be required to write 
a removal note on the access slip. When 
the box is returned, a similar record 
should be made. 

12. All attendants must be notified at 
once of change of access. 

13. The affairs of the safe deposit de- 
partment and of its renters should be 
confidential. Information concerning 
renters, their names, number, or size of 
boxes, addresses, and the like, should not 
be given to anyone not entitled to the 
information. Such requests should be 
referred to the official in charge. 

14. No information regarding a safe 
deposit box should be given over the 
telephone. 

15, Never hold customers’ keys in your 
custody for any reason. 

16. Remember, that no matter what 
the standing of your renter is in your 
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community, or how well you know him 
personally, it is not safe to break any of 
the rules under which you operate. Your 
renter may be all you believe he is, and 
because of friendship might even protect 
you if you err, but if he dies and his 
legal representatives take title to the 
box, they may take the attitude that the 
rule you broke for the renter you knew 
so well, resulted in a loss and amounted 
to negligence on your part. 


17. Care must be taken to be certain 
that the property of a decedent is not 
released until tax claims are met. The 
box of a decedent renter should be sealed 
for tax inspection and for a waiver from 
the Tax Department. 


Strict Access Rules Essential 
Vault Precaution 


On page 555, December, 1945 issue 
WATCH FOR THESE ACCESS 
LIMITATIONS 


1. The death of a renter cancels all 
deputy access authority and the safe 
deposit box should be sealed until a tax 
waiver has been received. 

2. The rights conferred by 
authority are: 

a. Free access. 

b. The right to rent larger or smaller 

boxes. 

2. The right to remove the contents of 

the box. 


deputy 


Financing 
International Trade 


| ore of overseas trade stresses the import- 
ance of having an influential banking connection 
offering a world wide financial service. 


Through a network of banking contacts in foreign 
countries, and this bank’s specially trained foreign 
banking department, we provide facilities of out- 
standing advantage to correspondent banks. 


Your bank is cordially invited to make use of the 
good will developed through our eighty years of 
international business and banking experience with 
countries in this hemisphere and overseas. 


FOREIGN BANKING DEPARTMENT 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





d. Authority to execute a receipt for 

the contents. 

3. In cases where a court has appointed 
a committee to take charge of the con- 
tents of a box, the bank should transfer 
title only after an open inventory has 
been made in the presence of all inter- 
ested parties. 

4, The identity of the deputies ap- 
pointed by the courts must be fully estab- 
lished. 

5. If a renter is declared bankrupt, his 
safe deposit box must be sealed pending 
the appointment of a trustee. 

6. Where heirs do not act, the court 
appoints a public administrator. 

7. Never allow access on phoned or 
telegraphed authority—written authority 
is essential. 


Service Charges 
A Lot Of Work—Little Income From 
Long-Form Analysis 
On page 297, July, 19465 issue 
FULL ANALYSIS COSTS A LOT AND 
RESULTS IN A SMALL INCOME 


1. A New York bank collects $1.66 per 
account per month. It allows the customer 
a credit of all it earns on his balance. 

2. A Wisconsin bank collected a net 
of 1.43 cents per item with an analysis 
cost of $6,500. 

3. Another Wisconsin bank spent $43,- 
000 to collect 2.5 cents per item. 


Customers are proud of 


"*"" Thufti Check 


PERSONALIZED CHECKS 





Our client banks tell us that every new ThriftiCheck depositor 
shows evident pleasure when he is handed his ThriftiCheck 
book, WHILE HE IS OPENING THE ACCOUNT—vwith his 
name imprinted on every check. This is an exclusive Thrifti- 
Check feature the customer is sure to talk about to his friends; 
this creates MORE customers. And it has been amply demon- 


strated that imprinted checks lower operating costs. Write us 
about other business-building ThriftiCheck features. 
31 Nassau Street, New York 5, N. Y. Rector 2—7580 


BANKERS DEVELOPMENT CORPORATION 


4, An Ohio bank reports that its earn- 
ings are .8 per cent per year per $100 of 
deposits, but it gives its. depositors an 
earnings credit of 1.2 per cent—50% 
more than its cost department says it 
earns. 


‘*Banks Are Making Too Much Money— 
They Should Reduce Or Eliminate 
The Service Charge!!! ’’ 


On page 303, July, 1945 issue 


HERE’S FUEL TO FIRE 1001 
ARGUMENTS 


Which statement seems right to you? 

. The depositor lends and the bank bor- 
rows the deposited funds, and there- 
fore, the bank should pay the deposi- 
tor for the use of his money. 

2. The depositor ‘‘contributes to the in- 
ventory of the bank’’ and therefore, 
should share in the profits of the bank 
in proportion to his ‘‘contribution.’’ 

3. The depositor relationship contains 
both the lending and contributing ele- 
ment in varying degrees, and therefore 
the depositor should have an earnings 
credit. 

. The need for a safe and convenient 
place for money is the force which 
drives the money to the bank. When 
the bank supplies the need it is en- 
titled to a profit, which can be ob- 
tained by the depositor permitting the 
bank to employ the funds to obtain a 





sum sufficient to cover the safeguard- 
ing cost plus a reasonable safeguard- 
ing profit. It is not a proper function 
of the bank to assume risk so as to 
furnish free banking service to the 
demand depositor in proportion to the 
size of his balance. 


For Blub Blub to the Blub - - $10.90 
Average daily Blub - - - - 16.45 


We have taken from your account $27.35 


On page 295, July, 1945 issue 


SIX HIGH POINTS IN THE 
BLUB STORY 


1. Every business and industry has a 
trade vernacular, perfectly understood 
by those within the industry, but often 
meaningless when employed in commu- 
nicating with those who are served on 
the outside. 

2. ‘*Average daily float’’— ‘‘Re- 
serves’’ (for what)—‘‘Clearing Items’’ 
—‘‘On Us Items’’—perfectly intelligible 
to the bank-trained man who has lived 
in the atmosphere and spoken the lan- 
guage for years, but Greek and Sanskrit 
to the customer on the receiving end. 

3. Would anything make you madder 
than to get a bill (unexpected by the 
way) handing you charges for service 
and written in language which, as far as 
you were concerned, read: ‘‘For blub 
blub to the blub—#$10.90’’? ‘‘ Average 
daily ‘blub’—$16.45?’’ 

4. We are dealing with the most sensi- 
tive material possession of human beings 
—their money. People get madder over 
money than anything else in the world. 

5. By far the greatest part of all bank 
service is hidden service. 

6. The mere fact that a man doesn’t 
know the meaning of ‘‘testamentary 
legatee’’ — ‘‘fiduciary’’ — ‘‘escrow’’ 
doesn’t mean that he can’t amass an 
estate or property which will make him 
a very good trust prospect. Yet, we can 
find many banks still endeavoring to sell 
trust service in language which teems 
with words just like those. 


Clear Thinking On Service Charges 


On page 370, Aug. 1945 issue 
THE BASIS FOR FAIR CHARGES 


1. There is no sound basis for the prop- 
osition that depositors are entitled to a 
share of the profits resulting from the 
investment of their deposits. 

2. Depositors should be willing to pay 
their proper share of the cost of operat- 
ing departments which render them a 
service. 

3. An average per-item cost is a fair 
charge to depositors. 

4. The cost of investing funds and 
general supervision costs should be paid 
from the income from loans and invest- 
ments. 

5. Customers could understand a serv- 
ice charge based on these principles for, 
there would be no charge for float, re- 
serves, or other items which are difficult 
for customers to audit. 
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Customers Helped Us Install A Simple 
Service Charge Schedule 


On page 362, August, 1945 issue 


HOW THE SIMPLE CHARGE WAS 
‘‘SOLD’’ TO THE COMMUNITY 


1. We called in businessmen, lawyers, 
doctors, and ministers and demonstrated 
to them the reasons why we must charge 
a simple fee for checking services 

2. We showed them our bookkeeping 
machine whieh cost as much as two Ford 
sedans. 

3. We explained the process of colleet- 
ing checks drawn on out-of-town banks. 

4, We showed the tax record including 
local, state, and national taxes—and the 
eost of examinations. 

5. We diseussed these same subjects 
with farm leaders. 

6. As a result, all these people ex- 
plained the situation to their friends, if 
any of them complained about the charge. 

7. The original charge was 50 cents 
per account plus two cents per check. 

8. This was later raised to three cents 
per check. At that time, some other cus- 
tomers were called in and we explained 
the necessity for a higher rate to them. 

9. Our customers feel they are getting 
value received because they understand 
our simple charge and we intend to keep 
them feeling just that way—come what 
may. 


A Four-Item Service Charge Makes Life 
More Simple 


On page 401, September, 1945 issue 


HOW THE LONG SCHEDULE WAS 
SIMPLIFIED 


Old Schedule 


1. The average ledger balance was de- 
termined. ; 

2. The average daily float was com- 
puted and deducted. 

3. 25% of the available funds was de 
dueted. 

4. The average loanable balance was 
secured. 

5. 2% of the loanable balance was com- 
puted as an earnings credit. 

6. Ledger entries were charged at the 
end of the month at 4 cents each. 

7. A maintenance charge of 85 cents 
was made to accounts with an average 
balance less than $670. 


New Schedule 


1, The minimum balance is now used. 
2. Float deductions are eliminated. 

3. Reserves are not deducted. 

4. Credits are computed on the mini- 
mum balance. 

5. Three places are pointed off to the 
left on the minimum balance. 

6. Each check paid is charged at 3 
cents. Checks deposited have a fee of 
3 cents. Cash deposited has a fee of 3 
cents. No charge for deposit slip. 

7. A maintenance charge of 50 cents 
‘‘for preparation and delivery of month- 
ly statement’’ is made to all customers. 
No Month-end Analysis. 
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Warehouse Receipt Loans 
THROUGH 


FIELD WAREHOUSING 


Where working capital is tied up 
in inventory . . . where assets lie 
dormant in, for i: .stance, season- 
al industries, there is opportu- 
_ for larger loans than you can 
make on an open-line credit basis. 

Our Field Warehouse Service 
enables you to make Warehouse 
Receipt Loans by establishing a 
public warehouse right on your 





customer’s own premises. Our 
experience, responsibility, and 
long record of valid bailment can 
extend your lending field safely 
and profitably. 

An operating executive will be 
glad to call and explain the ad- 
vantages of our Field Warehouse 
Service. Send for booklet “Ware- 
house Receipts as Collateral.” 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N. Y. 


219 Broad Ave., Albany, Ga. + Healey Building, Atlanta 3, Ga. - 35 Congress St., Boston 9, Mass. + Liberty Life 
Bidg., Charlotte 2, N. C.- 120 So. LaSalle St., Chicago 3, Ill. - National Bank Bidg., Detroit, Mich. - 809 Electric 
Bidg., Indianapolis 4, Ind. + First National Bank Bldg., Memphis 3, Tenn. - 16 South Broad St., Philadelphia 2, Pa, 


Keystone Bidg., Pittsburgh 22, Pa. - 


No Fees For Intangible Services Such As 
Float. 

No Earnings Credit Allowance. 

No Work To Determine Average 
Balances. 

No Per-check Charge. 


YET 


This Bank Collects 1% Of Deposits 
As A Yearly Service Income 
On page 408, September, 1945 issue 
SCHEDULE OF CHARGES 
COLLECTED AT THE TIME 
SALE IS MADE 
Cents 
1. Monthly statement with can- 
celled checks 20 


8th and Locust Sts., St. Paul 1, Minn. « Hills Bidg., Syracuse 2, N.Y. 


. Checks on other banks deposited 
—each 
Check books purchased 
. Pad of 100 deposit tickets 
Checks returned unpaid 
Overdrafts 
. Transit checks paid from funds 
deposited same day—each 
Federal Deposit Insurance (per 
year) 
. Checks on other banks cashed 
Up to $50.00 
$50 to $100 
Each additional $100 or fraction 
. Bond coupons deposited — per 
issue (one or more) 
. Savings account withdrawals 
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12. Bank Money Orders—-same rates as 
charged for Post Office Money Or- 
ders. 


More From Service Charges And 
Investments Than From Exchange 
On page 462, October, 1945 issue 


THERE’S A BETTER POLICY 
CHARGING EXCHANGE 


1. Country bank 
correspondents 


THAN 


balances with city 
exchange 
charges could be invested more profitably. 

2. A bank, wherever it is loeated, is 
engaged in serving its community for the 
benefit of that community and that par- 
ticular community should bear the bur- 


which absorb 


den of keeping the bank going. 

3. It was the intention of the Banking 
Act of 1936 to prohibit the payment of 
tribute for deposits-——eall it absorption 
or interest. 


4. The practice of charging exchange 
by the non-par banks leads to confusion 
and additional clerical work and ex- 
pense. 

5. It is not fair to penalize the holder 
of a check since the maker is the person 
who owes the debt. 

6. Small banks make profits without 
exchange charges. 

7. Depositors are 
service charge. 


willing to pay a 























10 GANAERS 


We offer to share our experience of 33 


years in the so-called consumer credit field 
with banks operating outside of the metro- 
politan St. Louis area, who become our 
correspondents. This cannot be done effec- 
tively by mail, at least at the beginning, 
so a trip to St. Louis to study our complete 
organization is suggested. This service is 
particularly valuable to banks which are 
just starting a consumer credit department. 


RESOURCES OVER 
$50,000,000 


Industrial a 




















Trust Development 


Small Estates Trust Promotion Brings 
Increased Profits 
On page 300, July, 1945 issue 


THE RESULTS OF OUR SMALL 
TRUST SALES CAMPAIGN 


1. The size of the average estate han- 
dled has remained practically constant 
with those of previous years ($42,000 
per trust). 

2. Within 30 days, the monthly volume 
of trust business handled doubled. 

3. Within a year, there was a 126% 
increase in the dollar volume of new will 
business. 

4. Private trusts have increased 43% 
in dollar volume. 

5. Court trusts have increased 
dollar volume. 

6. The increased interest in the bank’s 
trust work has resulted in additional 
business for other departments in the 
bank. 


52% in 


HOW OUR TRUST BUSINESS 
WAS OBTAINED 


1, We launched a vigorous advertising 
campaign using radio, newspaper adver- 
tising, direct mail, and all other media 
used for merchandising goods and serv- 
ices, 

2. Our advertising repetitiously em- 
phasized these three points: 

a. We accept and administer estates 
as small as $1,000 
needed. 

b. All the trust services we give large 
estates are available to small ones. 

ce. Statutory charges are used. 

3. We enlisted the support and co-op- 

eration of the Bar, trustmen in other 
banks, and the publie in general. 


when we are 


Bank Customers Talk About 
Bank Loans To Each Other 


A man who had just bought two 
acres of land on the edge of a small 
town recently, asked a friend of his 
who had lived in the town for many 
years, who he should see at the 
loca] bank regarding a loan to build 
himself a home. The man of whom 
he inquired promptly told of his 
own experience in borrowing from 
the local bank. 

His information was something 
as follows: “The local vice presi- 
dent who makes all the loans is 
afraid of his own judgment. He will 
not make any loan, no matter how 
worthy, for new construction with- 
out having an F.H.A. guarantee. 
That adds to the expense of the bor- 
rower and, of course, is of no benefit 
to him, Why don’t you go to the 
Savings and Loan Association in a 
nearby town where a friend of mine 
borrowed money? The loan associa- 
tion gave a larger loan, did not re- 
quire F.H.A. insurance and inspec- 
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tion, and was much nicer to deal 
with.” 

The service people get at the local 
bank causes them to talk with their 
friends either if the service is un- 
usually good or if it is not satisfac- 
tory. This vice president might have 
had a good loan if he had handled 
the first customer to the customer’s 
satisfaction, 


Special Checkbooks For 
Left-Handed Customers 


A letter from G. Herbert Pem- 
berton, president of the La Grange 
National Bank, La Grange, Illinois, 
states that following an announce- 
ment by his bank that special 
checkbooks with the stubs on the 
right end, printed especially for 
left-handed customers, have been 
made available, the response of 
“south-paw” customers, as he calls 
them, is one of sincere appreciation 
for this service. 

This type of checkbook opens in 
such a way as to make it easier for 
a left-handed person to write in the 
small space provided on a check 
stub. 


Must Loan Rules Always 
Be Followed? 


The president of a small corpora- 
tion whose credit record is perfect, 
recently called the cashier of his 
bank and told him. that he would 
like to borrow $150 for a short time. 
The cashier asked if the president 
would come in. The president said 
that he would prefer to have the 
papers mailed to him. When the 
papers arrived, he signed the note 
and filled in the credit information 
asked for and mailed the papers 
back to the bank. 

A day or two later, the cashier 
called him on the phone and said, 
“You didn’t have your wife sign 
this note.” 

“No.” said the president, “I don’t 
want her to sign this note.” 

“Oh,” the cashier said, “but it is 
a rule of our bank, on small loans, 
that the wife must sign the note.” 

“Why don’t you talk to the presi- 
dent of your bank? He has my rec- 
ord and has known me for many 
years,” asked the customer. The 
cashier promised to do so and two 
or three days later called again and 
said that the rule was invariable. 
The wife of the borrower must al- 
ways sign the note, 

The prospective customer said, 
“Okay, send the note back to me 
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THIS LOOKS LIKE A WAR PICTURE but it's right here in the U.S. A. It shows a part of a telephone 
cable-laying job. We're planning to install 2,100,000 miles of Long Distance circuits within a year. 


Lots of action 
on the 


Long Distance 


Long Distance calls are still at a high level 
and there’s still pressure on the wires. But 
we’re on the way to giving you more and 
better service than you’ve ever had before. 


Telephone factories are turning out equip- 
ment for peace with the same speed that 
they turned it out for war. All over the 
land, telephone men are laying cable, 
installing switchboards and working on 
new telephone buildings for the nation’s 
increased needs. 


It’s a tremendous job and it will take some 
time and a lot of money. But we’re going 
at it, eagerly and efficiently, with every 
resource at our command. 


BELL TELEPHONE SYSTEM 


and I'll get along without the money 
or borrow it somewhere else.” 
The point is: This bank loan of- 
ficer apparently did not give con- 
sideration to the financial standing 
of the president of the corporation, 
who had been a customer of the 
bank for a number of years. The 
Editor happens to know that there 
were no mitigating circumstances 
and he knows that the president’s 


credit standing was above reproach. 

We tell this story in the hope that 
bank officers will have more to say 
to a borrower than “Our rules re- 
quire the wife’s signature.” Cer- 
tainly any borrower, good or bad, 
deserves more of an explanation 
than that. Certainly, without such 
an explanation, borrowers, small or 
large, are likely to be driven to 
other credit agencies. 
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Something New In A Box 


Once-in-awhile commonplace 
things come into their own. After 
some 50 years, that’s what is hap- 
pening to the conventional carbon 
paper box, according to Underwood 
Corporation’s latest announcement 
on a new packaging arrangement 
to be released around January 1. 

The post-war carbon box does 
away with inside folders and offers 
a completely new single-sheet re- 
lease, designed to eliminate the 
old-fashioned thumbing, sorting, 
rearranging and smudging of hands 
which users have ,experienced in 
the past. A magnified typewriter 
key-top reproduced in color effec- 
tively distinguishes the box. 

The old problem of getting a sin- 
gle sheet of carbon paper has been 
simplified by a sliding tray which 
does away with folders as well as 
the opening and closing of boxes. 
Of added interest is a separate 
storage space that protects partly 
used carbon paper when it is re- 
turned to the box. 











































































































































Check What You Need And Mail This Form 
































































































































1. Accounting Forms 28. Coin Sorting and Counting 57. Past Due Notices 
2. Accounting Machines Machines 58. Pay Roll Checks, Envelopes 
3. Addressing Machines 29. Coin and Currency Trays 59. Personalized Checks 
4. Architects and Builders 30. Coin Wrappers 60. Personal Loan Advertising 
5. Bandit Resisting Enclosures 31. Coupon Books 61. Personal Loan Collection 
and Alarm Systems 32. Currency Straps, Envelopes Envelopes 
6. Bank Building Fixtures 33. Dating Machines and Stamps 62. Personal Loan Systems 
7. Bank Directories 34. Deposit Ticket Files 63. Photographic Bank Systems 
8. Banking by Mail Envelopes 35. Desk Pen Sets 64. Proof Machines 
9. Binders, Check, Bookkeeping, 36. Duplicators 65. Rubber Stamps 
Ledger 37. Electric Signs 66. Safes, Fire and Burglar-Proot 
10. Bronze and Brass Signs 38. Expanding Filing Envelopes 67. Safe Deposit Boxes 
11. Calculating Machines 39. Expanding Mailing Envelopes 68. Safe Deposit Records 
12. Calculating Machine Desks 40. Filing Cabinets 69. Safety Paper Suppliers 
13. Chairs, Posture, Office 41. Filing Systems 70. Savings Banks, Home, Pocket 
14. Changeable Signs 42. Forms, One-Time Carbon 71. Scales, Postal, Parcel Post 
15. Checks 43. Forms, Continuous 72. Seals, Coin Ba 
16. Check Book Covers 44. Glass Signs 73. Seals, Corporation, Notary, etc. 
17. Check Cancelling Perforators 45. Honor Roll Placques 74. Stamp Affixers 
18. Check Files 46. Inter-Office Communicating 75. Storage Files 
19. Check Protectors Systems 76. Time and Delayed Time Locks 
20. Check Signers 47. Interest Calculators 77. Time Stamps 
‘21. Check Sorters 48. Lamps 78. Travelers Checks 
22. Check Sorting Trays 49, Lighting Systems, Fluorescent 79. Typewriters 
23. Christmas Savings 50. Maps : 80. Typewriter Stands 
24. Coin Bags and Boxes 51. Metered Mail Systems 81. Vaults 
» on Bee 52: Money Orders 82. Vault Equipment 
25. Coin Changers _ 53. Name Plates and Desk Signs 83. Visible Records 
26. Coin Counting and Packaging 54, Night Depositories 84. War Bond Safekeeping 
Machines 55. Night Depository Bags Systems 
27. Coin Envelopes 56. Pass Books 85. Window and Lobby Displays 
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Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 








Please have buying information sent us on the items checked above. 






































The new carbon paper container 
was designed by a packaging expert 
commissioned by Underwood Cor- 
poration to develop a new idea in 
this field of packaging. 


Electronic Dictation 


The Dictaphone Corporation an- 
nounces a new dictating machine 
based on electronic recording. The 
new machine makes a more clear 
and more perfect record than the 
acoustical type which has been in 
use for many years and therefore 
enables the stenographer to trans- 
cribe what is dictated, accurately 
and comfortably. 

The bank officer talks into a mic- 
rophone instead of into a tube. He 
does not need to have the micro- 
phone touching his lips. As a matter 
of fact, it may be lying on the table 
if desired. 





For those who prefer to dictate to 
a desk microphone, there is a special 
device made to make this convenient 
and comfortable. This will pick up 
the voices of two or more people 
sitting around the desk. It is used to 
record conferences and for making 
a record of verbal agreements such 
as sometimes come up in trust work 
and credit work. 

These machines are now being 
delivered, although on a delayed 
basis. As the result of a demonstra- 
tion, the Editor believes that the 
electronic dictater is worth waiting 
for. 


Use lighter weight paper for 
printed forms, letterheads, and so 
on; average in use in banking is 
20 lbs.; whereas 16 lbs. can be em- 
ployed in most paper form and let- 
terhead usage. 





Develop More 
SPECIAL 
CHECKING 


ACCOUNTS 


New bank advertising service © 
Human interest photes @ 100% 
FREE 


attention getter © Write for t 
proofs @ No obligations 
Eye*Catchers, 12£. 38th St.,N.Y. 
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ALTER B. French, deputy 

manager of the American 
Bankers Association, in charge of 
its Consumer Credit activities, re- 
cently announced that a nationwide 
collection service has been organized 
so that a local borrower moving to 
some other place may be followed 
through a bank in that place and 
his regular payments collected on 
the spot. 


The basis for this collection serv- 
ice is a questionnaire which was 
sent to the banks of the country. At 
the time the announcement was 
made, 8,000 had been returned. Mr. 
French explained the situation as 
follows: 


As of the present date, almost 
8,000 questionnaires have been re- 
turned, and preliminary results in- 
dicate that more than 90% of all 
banks will engage in some phase of 
consumer installment credit. Almost 
6,000 banks have expressed their 
willingness to engage in the nation- 
wide consumer credit collection 
system. 

With the increased activity in 
consumer and installment loans by 
commercial banks, collection prob- 
lems may increase considerably and 
“skip” accounts may become num- 
erous. While it is true that a collec- 
tion policy must be devised which 
will minimize the number of delin- 
quents, only two borrowers out of 
a hundred actually become collec- 
tion problems. Almost everybody is 
honest, 

The American Bankers Associa- 
tion plans to issue a consumer credit 
directory which, among other im- 
portant features, will provide banks 
with the following information: 

1. The name and location of each 
bank making consumer installment 
loans; 

2. Types of consumer loans han- 
dled by each bank; 

3. The extent to which each bank 
will accept items for collection; 

4. Specific data which should be 
included in transmitting a claim 
from one bank to another; 

5. Statement of policy or under- 
Standing under which claims are 
referred to another bank. 

The volume of installment loans 
in the United States is definitely on 
the uptrend, current outstandings 
from commercial banks aggregating 
approximately $625,000,000. This 
does not include industrial banks 


which will add another $180,000,- 
000. 
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NATIONWIDE COLLECTION SERVICE 





ORGANIZED BY A. B. A. 


I think it will be some time, may- 
be a year or more, before consumer 
credit paper becomes available in 
quantity. Here are some factors 
that I believe will have a bearing 
on the availability of this type of 
loan. 

1. Strikes and labor unrest will 
delay production. They will also 
have an influence on _ purchase. 
People do not spend money or com- 
mit themselves to debt unless they 


feel fairly sure about the future. 

2. Price and credit controls will 
have some influence. Up to now, 
Regulation W has had very little 
influence on the contraction of con- 
sumer credit outstanding. As an 
anti-inflationary instrument we 
shall not have a chance to see what 
it can do. Informed people tell us 
that we are already inflated 36% 
in this country in cost of commodi- 
ties. Those of us who pay our bills 
can confirm the findings of the 
learned gentlemen. 

Regulation W advocates answer 
this by saying that, if it were not 


PERFECTION IN 1826 


Coda y J 


A Museum Relic 


The historic KNOB safe, invented 1825, was the first attempt to 
create a combination fire-and-burglar resistive safe. Construction 
was heavy oak planking, paneled with thin iron, surrounded by heovy 
iron straps, held in place by huge, knob-headed iron nails. The KNOB 
SAFE wos populor until after the 1850 World's Fair in London, 








EACH HERRING-HALL-MARVIN 
SAFE IS CERTIFIED 


— regardless of how many times it changes owners 


In this year of critical shortages, you may have to wait some 
time for a new H-H-M Safe—or any other new safe that even 
approximates the Herring-Hall-Marvin standards of conven- 
ience and protection. But if you simply cannot wait, contact your 
nearest H-H-M office equipment dealer or write us direct. Each 
Herring-Hall-Marvin Safe constructed since 1917 has been 
certified, in its class, and, with reasonable care, is as depend- 


able now as the day it left our factory. & 

any PAY »~ 
IN PREPARATION: ‘'Progress in Protection."’ COL, > 
An illustrated history of devices men have (-/ f ff 
used to protect their valuables from the cove fp Ab 
mon era to the present. Limited edition. For Ss, 7 i 
architects, bonkers, executives. Please re- ayy i] { _ AI) 
serve (by letter) your copy now. Gratis. \\\\ 








HERRING-HALL-MARVIN SAFE CO. 


General Offices 


Hamilton 


Ohio 


BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 


Philadelphia, Los Angeles 


Other Agencies All Over the World 


MANUFACTURERS OF SANK VAULT EQUIPMENT-BANK COUNTERS -TELLERS' BUSES AND LOCKERS 
SAFE DEPOSIT BOXES - NIGHT DEPOSITORIES - BANK AND OFFICE SAFES 
BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT MILITARY RESERVATION 






COIN COUNTING MACHINES 


Priorities 


or 


Approvals 
Necessary 


MODEL No. 4ET—/(Electric) 
A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 
Register can be reset to zero. 


ABBOTT COIN COUNTER 


BANKS 


REDUCE TIME SALES 
COLLECTION LETTER 
COSTS OVER 


PosTAGRAPHS 


(1) POSTAGRAPH collection letter routine 
operates smoothly. 


(2) Permits prompt and systematic dunning 
in a fraction of the time ordinarily 
employed. 

(3) Frees valuable clerical time for other 
important work. 


(4) Collects equally as good as ordinary 
methods. 


(5) Reduces material costs. 
(6) Cuts postage expense to a minimum. 
POSTAGRAPHS have proven their value to 


banks, public utilities, large retail institutions, 
and many others. 


What will they do for you# Write today 
for complete information. 


THE POSTAGRAPH COMPANY 


40 S. PACA STREET - BALTIMORE 1, MD 


CLAROTYPE 


CLEANS TYPE INSTANTLY 


ORDER FROM YOUR STATIONER 4 
P7 OR TYPEWRITER SUPPLY DEALER 


THE CLAROTYPE CO., Inc. 
B 261-BX Broadway, New York 7, N.Y. 





INTEREST TABLES fs) 
OF EVERY KIND y 4 


Universal, E-Z, Robinsonian, Star, Simplex, 
PDQ, IXL. Standard and others. Order direct 
from largest publisher and supplier of banking 
interest tables. 


TWENTIETH CENTURY CO. 


542 S. Dearborn St., Dept. 2, Chicago 5, til. 
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* 
MODEL No. 2X—/(Hand operated) 


Adjustable for pennies, nickels, dimes, quarters or halves. 
Can be set to lock automatically when 20, 25, 30, 40 or 50 
coins have been counted or will count indefinitely into a bag. 
An operator can count and package 400 coins a minute or 
count 2000 coinsjinto a bag. Register can be reset to zero. 


COMPANY iew vort’s, New yore 

— 

| for this regulation and other con- 
trols, we would be inflated more. 
This is not a very satisfactory an- 
swer but probably true. The Asso- 


ciation is on record as believing 
| that Regulation W should be aban- 


doned as soon as the supply of dur- 
able goods somewhere nearly equals 
the demand. 

3. The extent to which money 
now in circulation—$28 billions— 
will be used for the purchase of 
consumer goods or services will dis- 
courage the use of loans. 

4. The extent to which savings 
accounts at over $40 billions and 
individual government bond hold- 
ings of $84 billions will be con- 
verted into consumer durable goods 
will have an effect on consumer 
credit volume. 


Short-term bonds often escape 
the dangers of radical management 
changes which sometimes turn a 
profitable business into a losing one. 


Do you allow your porter or a 
mechanic to work in your vault 
without the vault clerk or another 
employee being present? 


CUSTOMERS HAVE THEIR NAMES STAMPED IN GOLD 


The First National Bank in Palm Beach, Florida, recently purchased a gold- 
stamping machine and now every customer has his name stamped in gold on 


passbooks and checkbooks. 


Returning servicemen are invited to come into the bank to receive a wallet in 
which they may keep their discharge and other papers, and their names are 


stamped in gold on this gift. 


The bank states that it purchased the stamping machine from Kingsley Gold 
Stamping Machine Company, 1606 Cahuenga Boulevard, Hollywood, California. 


ANALYZE HANDWRITING 


Qualify for Certified Grapho-Analyst Degree. New un- 
crowded, fascinating field of service. Gratifying earn- 
ings reported by graduates in Employment, Credit, 


Social Service, Police and Judicial, and Entertainment 
fields. Others have developed profitable private 


practice, full orspare time, as Personal Prob- 
lem and Vocational Counselors. Send for 


3000 word test lesson and Grapho-Analyst 


ADDRESS 4.1.G. A Inc 144 Be tel Se oe 





PHONE PRIVACY 


Office Quiet— Better Hearing 


“Hush-A-Phone” 
Models for E-1 and F-1 Handset 
Phone; Pedestal Phone; Switch 
board and Dictating Machines. 


A Unique Gift 


HUSH-A-PHONE CORP. 
43 W. 16thiSt., NAY. 11 
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New Withholding Tax Chart 


The revised income tax law re- 
quires that every employer use a 
new set of figures to compute with- 
holding tax deductions beginning 
January 1, 1946. The publishers say 
that the new Delbridge Simplified 
Withholding Tax Chart meets all 
the requirements of the nev in- 
come tax law. It is scientifically de- 
signed to insure accuracy and save 
time in making withholding tax 
deductions. 

It is published in four editions 
which cover weekly, bi-weekly, 
semi-monthly, and monthly payroll 
periods. Each edition also shows 
one-day to seven-day miscellaneous 
payroll period deductions without 
requiring the use of multiplication 
or division. The charts also show 
the exact deduction in the lowest 
income bracket without the use of 
odd percentage rate multiplication. 

It may be purchased from office 
supply and equipment dealers or 
from the publishers: Delbridge 
Calculating Systems, Incorporated, 
2502-10 Sutton Avenue, St. Louis 
17, Missouri. 


Architectural Service 
On Vaults 


Herring - Hall - Marvin Safe Co., 
Hamilton, Ohio, has announced the 
organization of an Architectural 
Service Division to assist banks and 
architects in all problems of vault 
design and in all problems affecting 
vault location and planning of safe 
deposit departments. The new divi- 
sion is under the supervision of a 
registered architect who has had 
years of experience in the design 
of bank and office buildings. It is 
not the intention of this new divi- 
sion to take the place of the bank’s 
own architect, but rather to assist 
him in the solution of specialized 
problems. There is no obligation 
attached to this service and the 
company urges bankers and bank 
architects to submit their vault 
problems. 


You Really Ought 
To See Arizona 


The Valley National Bank with 
head office in Phoenix and 21 
branches throughout Arizona, has 
sent out an enticing invitation to 
visit the scenic desert State. With 
this invitation is this statement: 
“Since every single one of Arizona’s 
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WHAT ABOUT THE PHFFTCHS? 


@ The Phfftchs are solid citizens with 
compensating bank balances. They are 
kindly and tolerant and in all respects, 
save one, are the souls of courtesy. . . 
their bank checks do not extend to those 
who read them the courtesy of legibility. 
Men and women in banks, who nor- 
mally sort and file checks swiftly and 
accurately, always pause when they 
come to the Phfftchs’ checks . . . and, 
needless to say, it isn’t the pause that 
refreshes. 


There are thousands of Phfftchs in 
this country and every day in banks 
from coast to coast sincere, hardwork- 
ing bank people are knocking them- 
selves out trying to read their signa- 
tures. The Phfftchs don’t know a thing 
about it, but if they did they'd be the 
first to ease the situation by using 
checks bearing their printed names. 


Why not contact your Phfftch depos- 


itors and give them a chance to co- 
operate with you thru the medium of 
De Luxe Personalized Checks? They'll 
be happy to get them, proud to use 
them and willing to pay for them. And 
when their printed names clarify 
what before was a mystery, your people 
will sail thru their daily work with 
that effortlessness so desired by all 
good production supervisors. 


Some of our biggest banking institu- 
tions are now going “all out” for 
imprinted checks. As pioneers of the 
Personalized Check program it has 
been our privilege to work with most 
of them. We have a package to meet 
almost any requirement and if we 
haven't got it we will build it. Let us 
help you make it easy for your 
workers to do more . . . easier. Let's 
eliminate the Phfftchs and give them 
identities, 


Manufacturing Plants at: 


E LUXE 


HECK PRINTERS 


113,909 square miles has something 
worth seeing, it is sometimes diffi- 
cult for visitors to decide just where 
to go and what to do. If you have 
friends or customers who are plan- 
ning to visit Arizona, we believe the 
attached colorful cartograph maps 
of the State may prove both inter- 
esting and helpful.” 

With the invitation is a map in 
pictures, illustrating the interesting 
sights in Arizona. The cover of this 
map is a natural color photographic 
reproduction showing one of the 
fascinating plateaus and on the back 
is a natural color photograph of the 
blossom of the giant Saguaro Cac- 
tus, the largest cactus in the United 
States. It is Arizona’s State flower. 
If you did not happen to receive one 
of these maps, Bankers Monthly ad- 
vises that you write to the Valley 
National Bank, Phoenix, Arizona, 
for a copy, but advises still further 
that, at the first opportunity, you 
visit Arizona. 


Double Check On Proof 


We have always operated our 
proof system by a double check be- 
tween the teller and the bookkeep- 
ing department. The teller adds all 
the items before they are sent to the 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUI 


bookkeeping department and they 
are added there by the bookkeeping 
department before they are sorted 
and the taps checked. Any difference 
is corrected at that time, and not at 
the time of balancing. 

We have found the system to work 
out better than any other system 
that we have tried.—Theo. Walling- 
ton, cashier, The Citizens State 
Bank, Clare, Michigan. 


The Chief of the UJ. S. Secret 
Service recommends that bank 
tellers require anyone cashing a 
check to endorse it in the teller’s 
presence. Even though the check has 
been endorsed when the payee pre- 
sents it, he says it should be endorsed 
again in the presence of the teller. 


Save 50% in Postage alone 
on Past-Due Notice Mailings 


Yes, and you'll save Time, Labor 
and Stationery costs, too. Not a sys- 
tem—not a gadget, but a simple 
bank-tested item that improves Per- 
sonal, Commodity and Mortgage 
Loan Collections. 


Send for Sample and Prices 


MULTI-PURPOSE GO. tex tonto: 
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VOUCHER CHECKS 


Special voucher checks are requested by depositors for varied accounting 
This results in the manufacture of many sizes and designs, 
some of which, unfortunately, are quite definitely in the category of 


Y & S stock form voucher checks, available in duplicate or triplicate, are 
manufactured according to standard recommendations, and are readily 
adaptable to your depositors’ requirements. 
current fractional routing symbol program of the American Bankers 


Why not ask your voucher check users to adopt a standard form? We 
will be glad to submit samples that comply with present day require- 


YOUNG & SELDEN COMPANY 


Manufacturing Bank Stationers 


PHILADELPHIA 













They also conform to the 
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Answers To Bankers 
Monthly Quiz No. 32 


a, b,c, and e, It is, of course, bad 

practice to leave the key to the 
teller’s cage in the door. Cages are 
provided with locked doors to make 
it easier for a teller to control all of 
the cash for which he has been 
charged. 


b. 
b. The only safe policy is to 
admit no one to the safe deposit 
vault except upon proper identifica- 
tion. 
c. The other associations are vol- 
untary organizations of bank- 
ers. 
c. A chattel mortgage is not 
negotiable. A check reading 
“Pay John Brown” is payable only 
to John Brown and is not negotiable. 
a. Each of the amounts can be 
listed with one depression, for 
all of the keys may be depressed 
with only one hand at.one time. 
c. Many states have exceptions 
to the rule of the law which 
limits the amount which a state 
bank can lend to one borrower. One 
of these exceptions, in the laws of 
15 states, is for loans collateralized 
by field warehouse receipts on read- 
ily salable goods. The reason for this 
exception to the law is that these 
goods can be sold to pay the loan in 
full with a good percentage left over 
if the borrower defaults. Field ware- 
house receipts are considered one of 
the best types of collateral because 
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the goods represented are readily 
salable. 
a. First Monday of September 
is Labor Day, in all states. 
c. The United States Secret 
Service apprehends counter- 
feiters of United States postage 
stamps as well as counterfeiters of 
currency and coins. 
a. The Federal Reserve Bank of 
the Fifth Federal Reserve Dis- 
trict is in Richmond, Virginia. 
b. Nashville, Tennessee has a 
branch of the Atlanta, Georgia 
Federal Reserve Bank—the bank 
for the Sixth Federal Reserve Dis- 
trict. 
b. The fact that the law requires 
that three-fourths of the direc- 
tors of a national bank must be resi- 
dent of the local community is an 
indication that banking is a local 
business. 
_c. and d. $16 can be paid with a 
$10 bill, a $5 bill, and a $1 bill. 
$111 can be paid with a $100 bill, 
a $10 bill, and a $1 bill. 
b. The picture of U. S. Grant is 


on $50 bills. 
b. There are 20 silver dollars in 
a roll. 


a. $1.66 can be paid with the 
following coins; a silver dollar, 
a fifty-cent piece, a nickel, a dime, 
and a penny. 
a. All banks in the State of 
Texas which are not in cities 
having a city prefix have the prefix 
88. Banks in San Antonio, Dallas, 
Houston, Fort Worth, Galveston, 








and Waco have special city numbers 

as prefixes. 

if] +. and c. Items taken for collec. 
tion are not cash items. 

The State Bankers Associations 
in the following states have the 

initials M. B. A.: Maine, Maryland, 

Massachusetts, Michigan, Minne- 

sota, Mississippi, Montana, and Mis- 

souri. 
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Manual Of Stock Transfer 
Requirements 


By Raymond J. Berlin and Ray- 
mond C. White, 118 pages, cloth, 
published by Fairchild Publishing 
Co., 8 East 13th Street, New York 3, 
New York. Price $2.50. 

Any bank which has requests for 
sending stock to be transferred by 
the transfer agent can benefit great. 
ly by using this manual. The writ- 
ers, after considerable experience 
in examining security transactions 
for the purpose of advising the 
legal documents necessary to sup- 
port proposed transfers, have found 
that difficulties and delays experi- 
enced by some security owners in 
effecting transfers of their holdings, 
are occasioned by a lack of detailed 
knowledge as to the general trans- 
fer requirements of corporations or 
their transfer agents. 

The authors say: “A majority of 
the items returned for additional 
requirements would probably have 
been approved for transfer when 
first presented, if the transferor, 
before submitting the item to the 
corporation or its transfer agent, 
could have ascertained the require- 
ments usually requested to support 
the type of transfer he contem- 
plated making.” 


Montgomery’s Federal Taxes 
On Estates, Trusts and 
Gifts 1945-46 


Published by The Ronald Press 
Company, 15 East 26th Street, New 
York 10, New York. Price $7.50, 850 
pages, cloth bound. 

The main sub-divisions of this 
book are: Methods of Estate Distri- 
bution, The Income Tax on Dece- 
dents, Estates, and Trusts, The Es- 
tate Tax, and The Gift Tax. Each 
subject is discussed thoroughly in 
the light of the most recent tax laws. 

The author is a Counsellor-at- 
Law, Certified Public Accountant, 
and the author of “Auditing, of 
Federal Tax Practice.” 
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THE FINEST 
ERASER !, 
EVER USED: 





The RUSH - FybRglass- 
ERASER is needed in every 
Bank, Office, Institution and 


Business, for Economy and 
Efficiency. 
USERS SAY: ‘Leaves paper 


clean’’—"’No smudge on 
carbon copies’’ — ‘‘Erases 
single letter without eras- 
ing shield’’. 


WE SAY: ‘‘Every RUSH- 
ERASER is guaranteed to 
satisfy, or we will refund 
the purchase price.”’ 


PROPEL—REPEL— 
REFILLABLE 


RUSH-ERASERS, each 
REFILLS (pkg. of 2) . 


We pay the postage. 


50c 
25¢ 


If you order direct from us, 
please send the name of your 
stationer. 


THE ERASER CO., INC. 
233 W. Water St., 
Syracuse 2, N. Y. 















STEEL- @ wy “RONG 


OLD STYLE 
COIN WRAPPERS 


ROP o package of nickels wrapped in 
“Steel-Strong” Kraft and another 
wrapped in any other stock, to the floor. 
Note greater coin protection afforded by 
“Steel-Strong’’. These stocks are 10% to 
30% tougher. Imprinting the indicia in 
colors, figures and letters, provides triple 
designation for more speed in handling. 


FREE SAMPLES 
Write today, to Dept. A. 

















The €. L. DOWNEY Company 


HANNIBAL, MISSOURI 


Worlds Largest Mins. of Coin Wrappers 


January, 1946 

















New Mortgage 
Promotion Service 


A new and comprehensive mort- 
gage promotion service for banks 
under the name of “Best Homes of 
the month” has been introduced by 
Cambridge Associates, Inc., of Bos- 
ton, 

Nucleus of this new service is a 
monthly publication, “Best Homes 
of the month,” featuring actual 
homes, floor plans, home-planning 
ideas, decorating and home equip- 
ment articles selected by editors of 
leading national home magazines. 

This new monthly publication is 
the keystone of a complete monthly 
advertising program created to sell 
the mortgage facilities of home 
financing institutions to home- 
planning families in their commu- 
nities. Monthly display material, 
newspaper advertisements, radio 
commercials and other promotional 
ideas are included as part of the 
“Best Homes” Service. A Sales Port- 
folio of 32 pages supplies the key to 
effective distribution of “Best 
Homes” magazine. 


Lieutenant Commander Edward 
C. Newfang has returned to the 
| Chemical Bank & Trust Company of 
New York after four years service 
in the U. S. Navy and has resumed 
his position as representative of the 
bank in the states of Michigan, IIli- 
nois, Iowa, Wisconsin and Minne- 
sota. 


A. D. Campbell, manager of the 
Lemoore and Hanford offices of the 
Anglo California National Bank, 
San Francisco, has been appointed 
a vice president of the bank. W. H. 
Smith, manager, San Jose office, has 
been appointed vice president and 
manager. 


Major J. Carroll Walker has re- 
turned to his former position as 
vice president of the Mercantile- 
Commerce Bank and Trust Com- 
pany, St. Louis, with the Corres- 
pondent Bank Division and will 
represent the bank in his former 
territory of the Southern and 
Southeastern states. 


Colonel O. P. Decker, on military 
leave from the American National 
Bank and Trust Company of Chi- 
cago since July, 1942, has returned 
to active duty as vice president of 


| the bank’s investment department. 





i Ne. 30-1714” 
H HOLDS: $29.50 in pennies, $100 in nickels, 





HERE AT LAST 
WITH COVERS?! 


Banks have been waiting a long time for 
these STEEL COMBINATION COIN CABI- 
NETS equipped with a COVER and LOCK. 


} The compartments are accurately spaced. 


Handles afford easy carrying and the cover 
with lock greater security. 


No. 10-121” wide, 11” high, 4” deep. 
HOLDS: $15 in pennies, $50 in nickels, $150 
in dimes, $350 in quarters and $180 in 
halves PRICE $9.75 


wide, 10” high, 4” deep. 


$300 in dimes, $300 in —_— and $280 
in halves... PRICE $11.10 


Without pane rem $3.00 
Terms: F.O.B. New York, N. Y. 


HEDENKAMP & COMPANY 


Bank and Office Supplies 
343 Broadway, Dept. B-12, New York 13, N. Y. 


panne Relaxes 
Restrictions on 


{BRONZE 


Once again, “Bronze Tablet Head- 
quarters” can supply Honor Roll 
Plaques, Bank Signs and Desk 
Signs of gleaming, everlasting solid 
Bronze! Write today for illustrated 
Catalog BM, showing many styles 
available; Pre-View sketch sent FREE 
—send approximate dimensions. 








{ Mr.BARRETT- 


UNITED STATES BRONZE 
SIGN CO. INC. 


570 Broadway New York 12, N. Y. 





Promotions At 
Commercial National 


The Commercial National Bank 
and Trust Company of New York 
announced the following elections: 

Walter G. Kimball, president 
since January 1939, was elected 
chairman of the board, and con- 
tinues as chief executive officer of 
the bank. 

John M. Hudinger, senior vice 
president since January 1944, was 
elected president. 

William T. Taylor, who was form- 
erly president of the Union Trust 
Company, of Springfield, Mass., and 
more recently vice president of the 
Guaranty Trust Company of New 
York, was elected a director and 
vice chairman of the board. 

Vice presidents John J. Martin, 
George S. Mills, and Bradford Nor- 
man, Jr., have been designated gen- 
eral vice presidents of the bank. 


J. A. Carrington Elected 
Junior Vice President 


J. A. Carrington, for the past two 
years manager of the Domestic 
Trade department, Los Angeles 
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Chamber of Commerce, was named 
a junior vice president of Citizens 
National Trust & Savings Bank of 
Los Angeles. 


John R. Holt, with the Citizens 
Trust & Savings Bank for 20 years, 
was elected junior vice president, 
Business Development Department. 


Hays Executive Vice Presi- 
dent Of First Of Cincinnati 


President Waldo E. Pierson of the 
First National Bank of Cincinnati 
has announced that the board of 
directors elected 
Reuben B. Hays 
executive vice 
president. Mr. 
Hays resigned as 
first vice presi- 
dent of the Fed- 
eral Reserve Bank 
of Cleveland to 
accept the First 
National post. 

Mr. Hays brings 
to the First Na- 
tional a wide ex- 
perience as an 
executive in the fields of banking 
and finance. During the last 10 
years, as an Official of the Federal 
Reserve Bank, he has kept in close 
touch with the business, financial, 
and agricultural interests. As part of 
his duties as first vice president, Mr. 
Hays has had general supervision 
of the Reserve Bank’s branches in 
Cincinnati and Pittsburgh. 


Reuben B. Hays 


Chemical Increases Capital 


Chemical Bank and Trust Com- 
pany of New York has announced 
that its Board of Directors has ap- 
proved an increase in capital from 
$20 million to $25 million so as to 
permit a declaration of a stock divi- 
dend equivalent to $5 million, con- 
sisting of 500,000 shares of $10 par 
value stock to be distributed in the 
ratio of one share for each four 
shares now outstanding. 


Argentina Needs 
Manufactured Goods 


C. Robert Haines, Foreign De- 
partment manager, Corn Exchange 
National Bank and Trust Company, 
Philadelphia, who is making an 
economic survey in several South 
American countries for the bank, 
reports from Buenos Aires that Ar- 
gentina is in good position for pur- 
chasing in the United States now 
and will be for sometime to come. 

Mr. Haines wrote that there are 
naturally great shortages in many 
things for which Argentina depends 
on importations. Among the indus- 
trial products which might have 
good markets are street cars, buses, 
locomotives, railway cars, high- 
count cotton yarns, cars, trucks, re- 
pair parts for cars and trucks, office 
machinery, electrical supplies, agri- 
cultural machinery and all sorts of 
machine tools. 


National Bank Of Detroit 
Elects Two Vice Presidents 


Henry H. Bodman, until recently 
a colonel in the Army Ordnance, 
has been re-elected vice president 
of the National Bank of Detroit. 
Raymond J. Hodgson was _ also 
elected a vice president of the bank. 


Eric A. Johnston, Director 
Of Bank Of America 


After serving four years as pres- 
ident of the United States Chamber 
of Commerce, Eric A. Johnston has 
been elected to the Board of Direc- 
tors of the Bank of America. 

Mr. Johnston is well known to 
every American businessman for 
the ability he has displayed in 
leading the United States Chamber 
of Commerce. 

At the same election, Marshal 
Hale, Jr., president of Hale Broth- 
ers Stores, Incorporated, was made 
a director. 


The Ninth Annual Mid-Continent 
Regional meeting of the National 
Association of Bank Auditors and 
Comptrollers will be held in the 
Schroeder Hotel, Milwaukee, Wis- 
consin, on May 23, 24, and 25, 1946. 


The Manufacturers Trust Com- 
pany of New York is distributing a 
booklet on the subject of veteran’s 
loans entitled “Opportunities, Qual- 
ifications, And Risks In Small Busi- 
ness For Veterans Under The G. |. 
Bill Of Rights.” 
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on S| ioe Sees — kee MfNally Bankers Directory (the 


agri- — | Blue Book). 


‘ts of 


connected with banking is at your 


Here you will find, arranged 
alphabetically by states, the latest, 
vit | dated statement of every bank in 
the United States, including 

Official Personnel 

Departments 

Transit Numbers 

Association Memberships 

Principal Correspondents 

Federal Reserve District 


SY, ctabdlillen, all Canadian and Foreign Banks 


are listed with personnel and statements where available. Complete 
information on all Government Banking Agencies, Federal Reserve 
Banks and Districts, and Bank Associations is given. Nearest accessible 
banking point for all non-bank towns—bank titles discontinued in past 


5 years—banking holidays for each state by dates—stock exchange 


members by cities—all this essential information and much more is 
contained in the Blue Book in compact, ready-reference form. 

The completeness and accuracy of Blue Book information make 
it a necessity in every bank, with both staff members and executives. 

Analyze your bank-reference needs. If you don’t have a copy of 
the Rand M€Nally Blue Book at every spot where there is frequent 
need for accurate, speedy bank facts—order the extra copies you need 
right away. 


Rand M¢Nally BANKERS DIRECTORY 


536 S. Clark Street, CHICAGO 5 


January, 1946 








First National Of Chicago 
To Increase Capital Stock 


The directors of the First National 
Bank of Chicago recently voted to 
increase the bank’s capital stock 
from $50 million to $60 million by 
the declaration of a stock dividend 
of $10 million, to be taken from the 
bank’s present surplus. 


Lieutenant Commander Winston 
C. Baber, Finance Division, Bureau 
Of Ships, Washington, has been ap- 
pointed assistant vice president of 
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Fire € Marine Infurance (ompany 
PROVIDENCE, RL 
1859 
ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 
THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 
GREAT EASTERN FIRE INSURANCECO. 
White Plains, N. Y. 
MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 


* 


HARTFORD 
30 Trinity ‘Street 
CHICAGO 
Insurance Exchange 
NEW YORK 
110 William Street 
SAN FRANCISCO 
220 Montgomery Street 
MONTREAL 
485 McGill Street 


y - 
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All Forms of Fire and 
Property Insurance including 
Ocean and Inland Marine 


Country-wide Brokerage Service 
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the Corn Exchange National Bank 
and Trust Company, Philadelphia. 
He will be assigned to the Bank Re- 
lations Department. | 


Lieutenant Colonel] Dean J. Wells 
has returned to his former duties as 
vice president of The Commercial 
National Bank and Trust Company 
of New York after three years of 
service in the Finance Department, 
A. U. S. Major Sydney G. Stevens 
is returning to his former duties as 
assistant trust officer after three 
years of service in the Finance De- 
partment, A. U.S. 


The Shell Lake State Bank, Shell 
Lake, Wisconsin, has announced 
that it will pay its checks at par 
on and after December 1, 1945. 


The Bank of Spooner, Spooner, 
Wisconsin, has announced that it 
will pay its checks at par on and 
after December 1, 1945. 


Investment Service Offered 
By Industrial Bank 


Col. Wm. A. Borders has joined 
the executive staff of Industrial 
Bank, St. Louis, as vice president 
in charge of in- 
vestments. 

Border’s finan- 
cial experience 
has been long 
and varied. Aft- 
er serving six 
years with the 
investment firm 
of Halsey Stuart 
& Co., he was employed by the Fed- 
eral Deposit Insurance Corporation 
as an assistant examiner at its in- 
ception in 1933; made an examiner 
in 1934, and served in the St. Louis 
district until 1940. 

He assumed his duties with In- 
dustrial Bank November 1, and be- 
sides handling the bank’s invest- 
ment account, his experience will 
be available to correspondent banks. 





Col. Wm. A. Borders 


New York Bank Names 
Texan Vice President 


John C. Jester, who for some time 
has been assistant to the president, 
Colonial Trust Company of New 
York, directing the Texas business, 
has been appointed a vice president 
of the bank. Mr. Jester will con- 
tinue to reside and make his busi- 
ness headquarters in Dallas, and 
will supervise all of the bank’s re- | 
lations with their correspondents | 


throughout the Southwest. 
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® This installation of Burroughs Typewriter Accounting Machines at Purdue University, 
Lafayette, Indiana, is typical of thousands of offices throughout the nation that depend 
on Burroughs machines for fast, accurate handling of all types of accounting work, 








In schools, banks, business organizations ... wherever you 


m , go ... you see Burroughs machines. These users give many 
reasons why they like to do business with Burroughs. One 
reason frequently mentioned is the efficient maintenance 


4 
Burrou hs service rendered through hundreds of local service centers 
2 by Burroughs’ own factory-trained service men—a service 


that h he high i i 

IN MACHINES at has won the highest respect of business machine 

IN COUNSEL users everywhere as the finest safeguard that the maker of 
IN SERVICE a high-quality product can provide to insure the uninterrupted 


performance and long life of its products. 
BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES e NATIONWIDE MAINTENANCE SERVICE « BUSINESS MACHINE SUPPLIES 
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GEORGE S. MAY COMPANY 


840 N. Michigan Avenue 122 E. 42nd St. 235 Montgomery Street © 660 St. Catherine Street, West 
Chicago 11 New York 17 San Francisco 4 Montreal, Quebec, Canada 


OFFICES IN OTHER PRINCIPAL CITIES 





